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Have you a “hidden gold mine” of potential earning 
capacity which with 


— an opportunity 
— practical sales training 


— result-producing direct mail 
imbus, 


al — thorough and consistent field help 


riters’ 


— friendly cooperation at all times 


would help you realize your goal? 


Salesmen with the ambition to succeed will find a real 
opportunity with 
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A Successful Agency 
Plan Since 1896 


Nylic for Agents, a system of benefits for persistent and 
successful agents, was started by the New York Life 
Insurance Company in 1896. The primary purposes 
of this special agency plan, commonly referred to as 


Nylic, are: 


to encourage men and women of ability and integrity to 


engage in selling life insurance as a life career; 


to offer the Company’s agents an opportunity to qualify 
under the rules of Nylic for a monthly income, in 
addition to current commissions, payable in the third 
and subsequent years of an agent’s membership in 


Nylic up to and including the twentieth year; 


to offer the agents an opportunity to earn the right to 
receive a monthly income for life after qualifying 


for 20 consecutive years under the rules of Nylic; 


to give the Company a corps of permanent agents and 
thereby to provide policyholders with greater continuity 


of personal service. 


All Nylic payments to an agent are determined 
by the volume, incidence and persistency of his 
business in accordance with the terms of his Nylic 


agreement. An annual minimum volume must be 


produced. 


NYLIC FOR AGENTS 


Nylic for Agents rewards and encourages increased 
length of service with the Company. During an agent’s 
first 20 years in Nylic, his rate of compensation per 
$1,000 of insurance on which the Nylic monthly income 
is based, is increased at the end of 5 years, 10 years 
and |5 years of continuous Nylic membership. After 
qualifying for 20 consecutive years, the agent becomes 


a Senior Nylic and receives a monthly life income. 


Before he becomes a Senior Nylic an agent’s mem- 
bership in Nylic and qualification for Nylic payments 
are subject to his continuing in good standing under 
his agency contract with the Company, and his com- 
pliance with the rules and regulations of the Company. 
However, after he becomes a Senior Nylic he will receive 
regular monthly income checks for life, whether he has 
an agency contract with the Company or not, provided 
only that he does not enter the service of another life 
insurance company. Most Senior Nylics do have an 
agency contract with the Company and continue to 
write a substantial new business, thus increasing their 
incomes by first and renewal commissions on such 


business. 


There are now nearly 1,000 living Senior Nylics 
and the present average Senior Nylic income check is 
nearly $100 per month. The average age when agents 


become Senior Nylics has. been about 55. 


With this special agency plan which promotes 
and rewards long continuity of service, New York Life 
agents have a unique incentive to render the best 


possible service to their clients. 


The experience of the Company with Nylic since 
1896 shows that it benefits all concerned—the agent 


and Company, the policyholder and beneficiary. 


It is not the purpose of this advertisement to describe all of the benefits, rules and conditions of 


“Nylic for Agents.’ For complete information about the Nylic agreement now being made with 





+; newly appointed New York Life agents, see the Company's booklet entitled ‘‘Nylic No. 3.” 
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Agency Talent Rallies at Toronto 
Move from Speeches tiome Life Results, Objectives Strong Impulse fo 


W. P. Worthington, at Toronto Meeting Gives 
Insight Into Accomplishments of Organization Correct Faults 


fo Action, Holcombe 
Admonishes 


Banish Complacency, Re- 
move Weaknesses Cited 
by TNEC, He Urges 


TORONTO—In previous meetings of 
the Agency Officers Association and 
Research Bureau, John Marshall Hol- 
combe, Jr.. manager of the bureau, has 
reviewed events which have occurred 
during the year and which influence 





J. M. HOLCOMBE, JR. 


selling practices. This year Mr. Hol- 
combe abandoned that custom and pre- 
sented instead a detailed consideration of 
the agency questions raised by the study 
of life insurance made under the aus- 
Pices of the Securities & Exchange Com- 
mission for the Temporary National 
Economic Committee. 
. Mr. Holcombe said the investigation 
IS significant to agency officers because 
never before has the federal government 
used the strength of its investigating 
machinery to study the marketing 
Process in life insurance. The inves- 
tigators left no stone unturned in their 
— for practices inimical to the public 
wellare. Also, because the final conclu- 
= were characterized primarily by a 
— of selling methods and proposed 
ae which have been enun- 
prac within the business for many 
_— they offered nothing new, but 
po epted and reenforced “our own con- 
s seg critcism of our procedure.” 
-ven though the investigation gave 
(CONTINUED ON PAGE 23) 











TORONTO—An insight into the ob- 
jectives and accomplishments of Home 
Life of New York was given by Vice- 
president William P. Worthington in 
addressing the annual meeting of the 
Research Bureau-Agency Officers here. 
The program of Home Life has been fol- 
lowed with a great deal of interest in 
the business and hence Mr. Worthing- 
ton’s explanation of various details was 
much appreciated. 

Home Life, he said, has drawn up 
some definite blueprints from which it is 
building. He sketched some of the re- 
sults that have already been obtained. 
For instance the average size policy last 
year was $6,170 which is credited with 
being the largest in the country. Since 
1936 the lapse ratio has dropped to 13.2 
percent, which is an improvement of 37 
percent. Each year for the past five 
years the increase in insurance in force 
in relation to volume of new business 
or to total insurance in force has been 
higher than for the business as a whole. 
During the past eight years, Home Life’s 
full time organization has decreased 53.9 
percent, but new business has increased 
66 percent. Mortality has shown a sub- 
stantial decrease which the underwrit- 
ing department attributes to the quality 
of the agents and sources of business. 
The declination rate on new business was 
one of the lowest in the country. 


Objectives Are Set Forth 


Whereupon Mr. Worthington outlined 
the company objectives it believes have 
produced these results. Home Life start- 
ed in 1927 to concentrate its activities on 
the group of buyers which the company 
felt it was best equipped to serve. That 
was its quality business program. The 
first step was the inauguration of the 
preferred whole life policy which focused 
the attention of the field organization on 
the group of buyers that was above the 
average in point of income, occupation 
and physical condition. The income 
group from $3,000 to $15,000 was singled 
out for special attention. Home Life 
undertook to render as fine a service as 
it could to that particular group. 

In 1933 a company sales program was 
worked out known as “client building 
through planned estates.” It was an en- 
tire philosophy of life underwriting as a 
career around which the agency is built. 
It is a recruiting plan, training plan and 
a basis for intelligent joint work. It re- 
quired about five years to have the 
fundamentals of the plan become a real 
part of the field organization 

In 1934 Home Life determined the 
amount of borderline business that it 
could safely underwrite in a year and 
decided to accept such business only 
from full time organization or from gen- 
eral insurance men placing all their life 
insurance with Home Life. It decided 
not to consider business declined by 
other companies or business from men 
of other companies unless that company 
accepted its full retention on the risk. 


In 1936 a quality rating chart was 
adopted which was an adaptation of the 
bureau’s persistency rating chart. Thus 
it became possible for the agent to 
determine the persistency of his business 
when the appplication is written. It re- 
sulted in elimination of unprofitable 
sources of business or poor persistency. 

The next step in the program was to 
assist the general agent in improving 
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selection of new men. In 1937 a rating 
chart was prepared to assist in the selec- 
tion of quality men. It has been tre- 
mendously helpful, he said. High pres- 
sure drives for business have been eli- 
minated and company club standings are 
on net volume basis, deducting first and 
second year lapses. 

The persistency of every agent’s busi- 
ness is studied and reviewed with the 
general agents. 

The home office undertakes to assist. 
the general agent to plan soundly and 
to reinforce him in every phase of 
agency building activities in which he 
needs assistance. One general agent may 
need assistance in training, another in 
recruiting, still another in selection, etc. 


Definite Recruiting Procedure 


Home Life has a definite recruiting 
procedure built around planned estates 
and the company finds that the general 
agents need and desire assistance on re- 
cruiting and selection to a greater extent 
than almost any other part of the job. 

Three assistant superintendents of 
agents form a selection committee for 
new agents. Thev undertake to train 
the general agents to become better 
selectors rather than merely approving or 
rejecting the applicants’ applications 


transmitted to them by general agents. 

Conferences are held with groups of 

general agents on recruiting. An effort 
(CONTINUED ON PAGE 23) 


Seen at Parley 


Canadian-U. S. Ties 
Strengthened at Agency 
Officers-Bureau Sessions 


By LEVERING CARTWRIGHT 


TORONTO — Home office agency 
executive talent from Canada and the 
United States to the number of about 
450 assembled here during the first three 
days of the week for the annual joint 
convention of the Life Insurance Sales 
Research Bureau and Association of Life 
Agency Officers. The superb hospitality 
of the Canadian hosts reflected their ap- 
preciation that Toronto had been se- 
lected for the meeting. About 450 were 
registered, the attendance being swelled, 
of course, by a large number of Cana- 
dian company representatives who do 
not customarily make the trip. Those 
from Canada and the United States be- 
came particularly well acquainted this 
week, which will mean much in future 
associations. . 

The speakers carried out their assign- 
ments with brilliance. They all had nat- 
urally strong delivery and they were 
followed intently. 


New Directors Elected 


Seven new directors were elected to 
the board of the Research Bureau. The 
terms of five directors had normally 
expired and, in addition, places had to 
be filled because of the death of John 
W. Cadigan, and the resignation of W. 
D. Owens, Lamar Life. Those elected 
are: J. J. Murray, Dominion Life; J. 


Harry Wood, John Hancock (re- 
elected); F. H. Haviland, Connecticut 
General; Cecil North, Metropolitan 


Life; W. J. Rushton, Protective Life: 
J. A. Hawkins, Midland Mutual, and 
Ray Cox, California-Western States. 


Executive Committee 


Four new members were elected to 
the executive committee of the Agency 
Officers’ Association. Three are for full 
three year terms and the fourth, J. G. 
Stephenson of London Life, will serve 
for one year, completing the term of 
H. B. Wickes, who was elected as a 
Canadian representative, being with 
Montreal Life, but subsequently _be- 
coming vice-president of Security Mu- 
tual Life of New York. The three year 
men are Vincent Coffin, Connecticut 
Mutual; Grant Hill, Northwestern Mu- 


tual, and Rothaermel, Pacific 
Mutual. 

The executive committee of the 
A.L.A.O. got together Wednesday 


noon and elected John H. Evans, vice- 
(CONTINUED ON PAGE 26) 
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Kenagy Cites Beliefs That 
Are Guiding Principles 


TORONTO—After giving a fascinat- 
ing account of life insurance production 
events, theories and changes during the 
past two decades, H. G. Kenagy, super- 
intendent of agencies of Mutual Benefit 
Life expressed certain beliefs which are 
held by a majority of those in the busi- 
ness today and which constitute clear cut 
objectives and a set of guiding principles. 
Mr. Kenagy was one of the speakers at 
the annual meeting of the Research Bu- 
reau-Agency Officers. 

One such belief is that the public is 
entitled to intelligent, conscientious serv- 
ice in connection with the purchase and 
arrangement of life insurance estates, 
however small; that the future of the 
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agency system and perhaps of the busi- 
ness itself is bound up in the value of 
the service rendered by the agents. An- 
other belief is in the professional client 
relationship between agent and policy- 
holder and the necessity of training 
agents to sell insurance for specific needs 
and to arrange settlements to take care 
of these needs; to revise arrangements as 
the circumstances of policyholders 
change. 


Quality Field Representation 


Then there is the belief that the 
business deserves and requires quality 
field representation. There is a deter- 
mination to set and maintain high stan- 
dards of qualification to emphasize the 
manager’s ability to develop, at a profit, 
successful and permanent agents. There 
are standard qualifications such as the 
C. L. U. designation to win public recog- 
nition of the ability of agents to serve. 

That compensation should be such as 
to encourage professional underwriting 
is another belief. Leaders in the busi- 
ness have been made conscious of the 
idea of paying agents to “do what we 
want them to do.” 

There is a belief that the buyers 
should be made acutely conscious of 
the immeasurable service that the 
agency system is rendering and the In- 
stitute of Life Insurance is emphasiz- 
ing the high significance of public un- 
derstanding and good will. 


Training Is Necessary 


There is a belief that the possibility 
of greatest advance so far as quality of 
manpower is concerned lies in better 
training and supervision rather than in 
better selection; that early elimination 
of misfits will not make successes out 
of those who belong in the business. 

Training should devote itself pri- 
marily to what to do and how to do it 
rather than to what to know and why, is 
another belief, according to Mr. 


Kenagy. Learning how to train is bet- 
ter than figuring out better contents for 
Training must be a 


a training course. 


continuous process. There should be 
problem solving, drill and regular re- 
hearsals and group clinics. 

The agency department must assume 
leadership in promoting the develop- 
ment of a sales organization which can 
sell and service life insurance on a pro- 
fessional basis at a profit is another 
current conception. The other depart- 
ments of the home office should be en- 
listed in the crusade. 

There is a belief that every agency 
has an optimum size, a point at which 
the most favorable results in production 
and profit is obtained. That is a 
sounder method of setting objectives 
than merely pushing ahead constantly 
for ever larger production totals and 
every increased man-power. 

There is a belief that the agency 
manager is a sales manager, a man 
manager and a business manager and 
that he is the key man in all efforts to 
get improved results. The agency de- 
partment should strive to definitize the 
manager’s job. 

Then there is a belief that good 
morale is the most significant factor 
in agency success. 

The production objective should be a 
net gain of insurance in force with due 
regard to the cost of securing new 
business and retaining old. 

During the past two decades, he said, 
the business has definitized its problems 
and the guiding principles indicate how 
to go about solving them. He said 
that each new experiment can~ be 
organized and each new idea tested by 
applying these principles. 

For example attention is now being 
given to the problem of improved com- 
pensation of agents. The objective is 
to encourage better selling and more 
adequate service, thus improving the 
persistency of business. The guiding 
principle is: Pay agents for doing what 
we want them to do. 

Mr. Kenagy asserted there has been 
more progress in the past two decades 
toward a sound, socially intelligent sys- 
tem of distribution than in all the pre- 
vious history of life insurance. 





Solicitous Over 
Oklahoma Tax and 
Its Possibilities 


Officials of life companies are very 
solicitious regarding the 4 percent pre- 
mium tax in Oklahoma. Already the 
Home Life of New York has retired 
from the state on account of the tax. 
Public authorities are probing every 
possible tax source. They may kill the 
goose that lays the golden egg. Com- 
panies do not object to paying their 
share of the tax levy. They do object 
to being singled out and obliged to pay 
more than corporations of other com- 
plexions and nature. 

The tax of 4 percent on the premium 
income dislocates the actuarial calcula- 
tions. What officials are afraid of is 
that other states may follow the ex- 
ample of Oklahoma unless they are con- 
vinced that it is unfair and unjust. 
Great pressure was brought to bear in 
Oklahoma against the legislation that 
brought this tax into being but it was 
of no avail. 





Group Cases Today 
Fewer But Bigger 





Group men find that cases are fewer 
this year than last, but those that are 
closed involve more insurance. The 
smaller companies that are not getting 
war contracts are not prospects. Those 
that buy are getting defense business 
and are very much worth while. 


Fall Meeting of 
Selection Men in 
N. Y., Nov. 12-14 


The fall meeting of the Home Office 
Life Underwriters Association will be 
held Nov. 12-14 at the Hotel Pennsyl- 
vania, New York City. 

The occupational committee will start 
off the sessions with its meeting on 
Wednesday under Chairman Robert J. 
Vane, Metropolitan Life. Roy F. Ed- 
wards, Prudential, will discuss “On-duty 
Fatal Accidents Among Steam Railroad 
Employes in the United States, 1923- 
1940”; Morris Pitler, Mutual Life of 
New York, “Common Sense of Occupa- 
tional Underwriting,” and W. C. Harri- 
son, New York Life, “State Police.” The 
afternoon session will be devoted to an 
“odds and ends” discussion with John 
H. White, New York Life, acting as 
chairman. 


General Session 


The general session opens Thursday 
with the address of President J. D. Wil- 
liamson, Canada Life. H. H. Jackson, 
National Life, is chairman of the busi- 
ness session. The two speakers are Dr. 
H. C. Cruikshank, Manufacturers Life, 
on “Inter-relations Between Medical Im- 
pairments and Moral Hazard Factors,” 
and Leigh Cruess, Mutual Life of New 
York, “Financia] Underwriting.” 

On Thursday afternoon underwriters 
will informally discuss a number of ques- 
tions under Chairman R. B. Gordon, 
State Mutual. Among the topics that 
will be brought up are inspection reports 
on all applicants, practices regarding ac- 
ceptance of refugees, and how far a com- 
pany should go in granting additional 
indemnity to frequent users of airlines 
and automobiles and to risks borderline 
because of alcoholic habits. 

The advisability of rewriting insurance 
for net amount at risk on uninsurable 
policyholders to avoid estate or inheri- 
tance taxes is another topic for discus- 
sion. Restriction of the amount of in- 
surance on a risk acceptable with a war 
exclusion rider and granting draftees 
waiver of premium and additional in- 
demnity will be another subject. In case 
an applicant has been classified under 
the selective service act as 4-F; that is, 
as physically, mentally or morally unfit 
for military service of any kind, what 
procedure should be followed when the 
applicant for insurance has been exam- 
ined and when the applicant has applied 
for non-medical insurance? What weight 
should be given to the past persistency 
record in underwriting an application? 


Will Treat Current Problems 


At the Friday general session, with 
Mr. Williamson again acting as chair- 
man, R. S. Rust, Union Central, will 
deal with the subject of “Withdrawal of 
Some Strictly Investment Types of Pol- 
icy Contracts in View of Current Inter- 
est Earnings,” and A. C. Webster, Equit- 
able Society, “War Time Underwriting 
—Problems and Practice.” 

At the Friday afternoon session un- 
derwriters will discuss cases as compiled 
by J. G. Late, Aetna Life. Howard 
Goodwin, Phoenix Mutual, will act as 
chairman. 

The industrial underwriters will hold a 
session Wednesday afternoon for in- 
formal discussion. W. H. Lockey, Life 
of Virginia, is chairman. 





See Improvement in Health 


A marked decrease in absentees from 
illness together with elimination of 
closings on hot summer afternoons is 
reported by Guarantee Mutual Life of 
Omaha, as the result of its first year’s 
experience with air-conditioning of its 
entire five-floor office building. 





J. P. Zimmer, Prudential superintend- 
ent in Milwaukee, explained intricacies 
of life insurance in layman’s language 
in an address before the Port Washing- 
ton (Wis.) Kiwanis Club. 


Canadian Agents 
Today Sell with 
Patriotic Zeal 


Mitchell Says Agents Ap. 
preciate They Are 
Serving National Cause 


TORONTO—The morale of the life 
insurance field force in Canada has been 
strengthened by the realization that the 
agent is offering his clients a three-way 
value: Insurance security, assistance in 
preventing inflation, and a help to their 
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country in time of war. This observa- 
tion was conveyed to those attending the 
Research Bureau-Agency Officers meet- 
ing here by President A. N. Mitchell of 
Canada Life, in his address. 

The agents recognize more and more 
that insurance sales are an important 
factor in the war economy, he declared. 
During the last year a very large pro- 
portion of Canadian renewal premium 
income was used by Canadian insurers 
to purchase war !oans. 

During the first year or so of war, new 
insurance production was affected by the 
uncertainties and confusions of the pe- 
riod. As the war effort increased and 
public expenditures eniarged, the groups 
composing possible prospects also en- 
larged. Taxes removed many from the 
lists of large buyers, but expanding 1n- 
comes increased the number of the 
smaller buyers. Sales in Canada are 
showing considerable increase over those 
of the preceding year. 


Anti-Inflation Steps Taken 


The Canadian government is seeking 
to avert abnormal inflation by controll- 
ing the amount of demand and supply. 
Should this prove effective, the people 
will have left in their hands surplus 
earnings which the government will at- 
tempt to have directed into various sav- 
ings funds for war purposes and Mr. 
Mitchell voiced the opinion that insur- 
ance should continue to serve as one of 
these collecting agencies and increas¢ in 
new business might continue, until em- 
ployment reaches 100 percent. How- 
ever, it might develop that if the govern- 
ment succeeds in its control and ! 
employment reaches its maximum 4 
comparative stabilization of savings poss!- 
bilities would result, accompanied by 4 
certain degree of stabilization in life m- 
surance sales. Of the various vehicles 
for savings, insurance has particular ad- 

(CONTINUED ON PAGE 24) 
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Settlement Options 
Need Revision, Says 
Aduaries Head 


Jackson Gives Pointed 
Advice at Semi-Annual 
Meeting of Institute 


Something ought to be done about 


| setilement options in order keep the 


foundation of life insurance firm, Henry 
4. Jackson, actuary of National Life 
of Vermont, declared in his presidential 
address at the semi- 


tute of Actuaries in 
Chicage this week. 

“Have we per- 
haps been misled 
into giving such 
heed to the orna- 
ments of our struc- 
ture that we are 
forgetting to keep 
its foundations firm 
beyond peradven- 
venture?” he asked. 
“Surely the devel- 
opment and present 
state of optional modes of settlement 
for policy proceeds should be critically 
examined by every actuary and every 
responsibe life insurance executive. Is 
it barely possible that some of us, be- 
wildered by the magnitude of the insti- 
tution, have momentarily mistaken it 
for a huge bank, somewhat after the 
= of our Hindu friends in the par- 
able? 


H. H. Jackson 


Far Outstrip the Banks 


“Yet if a life insurance company were 
merely a bank, the management surely 
would never enter upon many of the 
financial commitments, even if these 
were to become effective immediately, 
which we guarantee in our contracts for 
performance at some undetermined date 
in an extremely uncertain future. In a 
savings bank today your funds might 
or might not be accepted. If they were 
accepted, there would be no guarantee 
as to the interest rate, although you 
might be informed that at present a 
rate of 1% percent is being allowed on 
such deposits. A year hence, a bank re- 
serves the right to be paying you no 
interest. It makes no promise to accept 
further deposits. 

“But your life insurance proceeds, 
available perhaps 50 years hence, may 
be deposited at a guaranteed rate per- 
haps 100 percent greater than that now 
being allowed by a savings bank, and 
may be left on deposit at such a guaran- 
teed rate for possibly another 50 years. 
This would be a rather extreme case 
based on a policy issued some years ago. 
But are not even current issues more 
generous in such promises than a con- 
Servative management should approve? 

Life insurance had been in operation 
or a great many years before anything 
but a cash settlement of insurance claims 
was offered or contemplated. It was a 
Persuasive suggestion that the invest- 
ment facilities necessarily built up to 
handle the funds of policyholders should 
be put at_the disposal of their bene- 
ficiaries. My quarrel is not with the 
logic of such an arrangement but rather 
with the way in which the arrangement 
has been carried out in practice. 


Counsels Variable Factor 


“ 
i By all means, let the inexperience of 

e beneficiary in handling funds be sup- 
plemented by the experience of the com- 
eg Let the proceeds of death claims 
be made available in instalments if the 
any has so elected or if the bene- 
ciary shall so choose. But let the in- 
terest on funds held for the beneficiary 
(CONTINUED ON PAGE 24) 





Fight Federalizing 
Employment Cover 


Social Security 
Association Offers 
Compromise Plan 


NEW YORK—Consolidation of the 
present state unemployment insurance 
systems into a single federal system, as 
proposed by the Roosevelt administra- 
tion, is opposed by the American Asso- 
ciation for Social Security. Basis for 
the association’s position is that switch- 
ing from the present system would do 
little to help the defects in the pro- 
gram. Instead the association proposes 
that the government launch a program 
of federal grants-in-aid, under which all 
unemployment insurance taxes would 
be collected by the federal government 


' but administration would still be in the 


hands of the states. Minimum benefit 
and administrative standards would be 
set by the federal government. 

The association feels that a “federal- 
ized” system would bring the risk of 
“increased federal power and bureauc- 
racy and of abolition of states’ rights.” 
It warned that it is “poor strategy to 
introduce such a disrupting controversy 
at the very time when national unity is 
so essential to the defense program.” 


Would Consolidate Taxes 


Under the system proposed by the 
association the three separate tax collec- 
tions now made for old age and unem- 
ployment insurance would be replaced 
by a consolidated tax return covering 
all types of social security. Elimina- 
tion of separate tax returns, imposition 
of minimum-benefit and administrative 
standards and spreading of the risk of 
unemployment among the states can in 
this way be attained “without getting 
into the hornet’s nest of federalization 
and the inevitable bitter struggle over 


H. F. Monley Goes with 
Research Bureau Statf 





H. Fred Monley, formerly agency 
secretary of Provident Life of North 
Dakota, has joined 
the Sales Research 
Bureau. He will 
be a member of 
the staff of con- 
sultants of the bu- 
reau’s service di- 
vision. His new 
duties will include 
visits to home of- 
fices and agencies 
of member compa- 
nies, participation 
in bureau meetings 
and = manager’s 
schools and.  edi- 
torial work on sev- 
eral of the bureau’s publications. 

Mr. Monley joined Provident as 
agency secretary in 1933. He has been 
in charge of field training, agency con- 
tests, production clubs and sales pro- 
motion material. He has assisted with 
conventions, and edited publications to 
the field force. He has spent consid- 
erable time in supervisory work in the 
field. He is a graduate of the bureau’s 
agency management school and has 
completed nine of the 10 examinations 
prerequisite to associateship in the Life 
Office Management Association. 





H. F. Monley 








states’ rights,” the association stated. 
The association also criticized the 
proposed increases in social security 
taxes aS unnecessary for social insur- 
ance. It emphasized that surplus re- 
serve in the old age and unemployment 
insurance accounts now total $4,750,- 
000,000 and with the defense employ- 
ment accelerating these reserves would 
presumably grow at an increased rate. 





Get revised edition of “Life Insurance 
and Federal Tax Laws.” 50c._ National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago. 








injured. 


six. 


the insurance in force. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








HAZARD 


On September 19 there was a bad automobile smashup on 
a Dakota road. One car trying to pass another struck it and 
then crashed into a highway patrol car. 
following close behind ploughed into the wreckage. 
person was killed in this four-car wreck, three persons were 


This triple accident might have been fatal to any one of 
the six people involved; indeed it might have killed the entire 
It just happened that the one man who lost his life 
was one whose occupation is regarded as hazardous by life 
insurance companies, because he is constantly on the road 
with his car and often in danger. 

How many of the four casualties owned accident insurance 
or life insurance we do not know. 
owned life insurance; he was the one who was killed. 

And we know that he knew that his occupation was con- 
sidered hazardous, because his premium was rated up accord- 
ingly. He bought his life insurance protection on August 22, 
which was less than a month before the accident. 

That the underwriter in the case had realization of the 
importance of that protection is evidenced by the fact that 
the insured passed his examination on the same day he signed 
the application, on which day he also made settlement placing 


* + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


A third automobile 
One 


At least one of them 
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JOHN A. SPEVENSON 
President 
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Ousting of Poor 
Quality Producer 
ls Vital Today 


Must Get More in Ag- 
gregate for Acquisition 
Dollar, Evans Asserts 


TORONTO — The responsibility of 
the agency department to the company 
is to see that the new business that is 
written can and does return to the com- 
pany the money that is spent to acquire 
it, according to Vice-president John H. 





JOHN H. EVANS 


Evans of Ohio National Life, who ad- 
dressed the annual meeting here of the 
Life Agency Officers and Sales Research 
Bureau. This, he concluded can best 
be done by concentrating efforts on 
more of the better qualified general 
agents who have the courage and ca- 
pacity to eliminate the type of agent 
who cannot produce quality business. 

Raising agency department objectives 
is no longer a desirability, it is now a 
matter of necessity, Mr. Evans asserted, 
because of the fall in the interest rate 
and increases in taxes and investment 
expenses. 

There is need, he added, of getting 
more in the aggregate for the acquisition 
dollar. 


Recalls Change in Objectives 


In the day when the sole objective 
was “busting records’ with more and 
more volume, the convention qualifica- 
tions of Ohio National, he said, were 
based solely on new business. Prizes 
and cups were given to the leading pro- 
ducers. Production in 1938 was 275 per- 
cent of what it was in 1932. The large 
increase was due almost entirely to sal- 
aried manpower devoting most of its 
time to recruiting. Although first year 
costs were high, the agency department 
justified it on the ground that the or- 
ganization was growing larger and its 
capacity to produce was steadily in- 
creasing. 

However, persistency records began to 
show a decided change for the worse and 
the company kept a record of second 
year persistency by agents rather than 
by agencies with the idea that it could 
train the poor men to write a better 
Although some good 
results were obtained with certain 
agents, there was no real effect on the 
entire company’s persistency record. 


Ohio National then concluded that the 
elimination of the men who had the bad 
(CONTINUED ON PAGE 25) 
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Bankers Life, lowa, 
Now in Group Field 


Well Organized Depart- 
ment Plans for Grad- 
ual Expansion 


DES MOINES—Following a_ six 
months’ period devoted to preliminary 
preparation and establishing of the nec- 
essary department in its home office, 
Bankers Life of Iowa is now actively 
engaged in writing group life insurance 
and group annuities. Eventually its 
group operations will be extended to 
include the entire group field of em- 
ploye security. 

Contemplated lines for the future in- 
clude group accident and sickness, group 
accidental death and dismemberment, 
group hospital expense, and group sur- 
gical expense coverages. The expansion 
into these fields will be gradual. Ap- 
proval has already been secured in some 
states to write these additional lines. 

Group creditors insurance will later be 
available in states which permit writing 
this form of insurance, while wholesale 
insurance, or life insurance on the em- 
ployes of groups of 10 to 49, will be 
offered as soon as a back-log of other 
lines will support the necessary man- 
tg required for entrance into this 

eld. 


Bjorn Heads Department 


Head of the group department is Wal- 
ter Bjorn, group secretary, who joined 
the company early last spring and who 
is responsible for most of the effort in- 
volved in creating the new group de- 
partment. His long experience in group 
insurance, including several years as an 
official in the group department of the 
Connecticut General, followed by a 
period of time as vice-president and 
actuary of the Associated Hospital 
Service of New York City, provided the 
desirable background for Mr. Bjorn’s 
work in pioneering this company’s en- 
trance into the group field. He is a 
fellow of the Actuarial Society of Amer- 
ica and a graduate of Trinity College, 
Hartford. 

Associated with Mr. Bjorn in the de- 
partment are four men, all widely ex- 
perienced in the field of group insur- 
ance. All have the title of home office 
group representative and are G. D. 
Lewis, W. F. Casey, I. E. Opteker, and 
H. W. Morris. 

Mr. Lewis’ group experience was also 
with the Connecticut General and the 
Associated Hospital Service. He was, 
for a number of years, the Connecticut 
General's district group manager in the 
western New York territory with head- 
quarters in Buffalo. 


Mr. Casey’s Background 


Mr. Casey came to the Bankers Life 
from the home office of the Provident 
Life & Accident where he was a mem- 
ber of its group department. Prior to 
joining the Provident, he had been for 
many years group sales manager for 
the Connecticut General in its 42nd 
Street, New York City, branch. 

Mr. Opteker, who is in charge of the 
newly established New York City group 
office for the Bankers Life, was with 
the Equitable Society in its group de- 
partment and later had charge of the 
group insurance of the New England 
Power Association, as safety assistant. 
_ Mr. Morris will have headquarters 
in Chicago in a newly established group 
office there. He was 14 years in the 
group department of the John Hancock 
as its group representative in Cincin- 
nati, St. Louis, and Indianapolis. He 
has installed group insurance programs 
for employers in practically every city 
of any size in the country. 





The Capital Life & Health of Colum- 
bia, S. C., has just occupied a new home 
office building. It writes life, health and 
accident and hospitalization insurance. 


Analyze Financial Figures 


Companies Paid More in Benefits and Reserve 
Credits Than They Received in Premiums 





An analysis of the financial operations 
of American life companies in 1940 
shows that the sums paid or credited to 
policyholders or their beneficiaries ex- 
ceeded the amount received in premiums 
by 2 percent, it is reported by the In- 
stitute of Life Insurance. 

A big factor making this possible was 
the interest earnings on accumulated re- 
serves of policyholders, even though 
the earning rate has been steadily de- 
clining. 


1940 Income Dollar 


The 1940 life insurance “income” dol- 
lar consisted of 73.7 cents of premium 
income, 23.3 cents of interest income— 
almost all of which earnings were on 
policyholders’ funds—and 3 cents of 
miscellaneous income, the Institute re- 
ported, showing the important part in- 
terest earnings on reserves held for fu- 
ture claims play in helping to carry the 
cost of life insurance. 

Total payments to policyholders and 
beneficiaries were 50.8 cents and total 
net additions to policyholder reserves, 
increasing policyholders’ equities, were 
24.5 cents, making 75.3 cents paid or 


credited to policyholders, which is 1,6 
cents more than the premiums paid in 
by them in 1940. 


Analysis of Expense 


Agency expenses and commissions to 
company representatives selling and 
servicing policyholders total 8 cents out 
of the income dollar. Head office sal- 
aries for the entire personnel handling 
the details of the policies amount to 
2.5 cents. Taxes and fees total 2.6 
cents; all other operating expenses 
accounted for 5.9, and 0.3 cents was 
paid as dividends to stockholders. Asset 
readjustments and miscellaneous funds 
took 3.9 cents; while 1.5 cents were 
added to surplus funds. 

The Institute points out that these 
figures do not represent the distribu- 
tion of any one income dollar, but the 
average of all dollars over the fiscal 
year of 1940 for virtually all life insur- 
ance companies. Wide variation would 
be shown for individual companies de- 
pending upon the varying types of pol- 
icy contracts and the varying age dis- 
tributions of their insurance, the Insti- 
tute report states. 








Webster to Mutual 
Life; Aids Cruess 


Mutual Life of New York has ap- 
pointed Andrew C. Webster as assistant 
manager of selec- 
tion, to be associ- 
ated with Leigh 
Cruess, manager of 
selection, whose 
election as a vice- 
president was _ re- 
cently announced. 

Mr. Webster, a 
native of Aberdeen, 
Scotland, received 
his early insurance 
training with the 
Northern Assur- 
ance of that city. 
Arriving in the 
United States in 
1929 he was with United States Life 
until January, 1937, first as assistant 
actuary and finally as actuary. The past 
four years he has been superintendent 
of the underwriting department of 
Equitable Society. 

Mr. Webster is a fellow of the Fac- 
ulty of the Actuaries in Scotland, of 
the Actuarial Society of America and 
of the American Institute of Actuaries. 
He is a vice-chairman of the examina- 
tion committee of the Actuarial Society 
of America, and has also served on the 
council of the Home Office Life Under- 
writers Association. 

Dr. W. M. Bradshaw will continue as 
medical director, in charge of the med- 
ical department of Mutual Life and A. 
D. Reiley as assistant manager of selec- 
tion and supervisor of risks. 





A. C. Webster 





Extra Employes Pay in 
Canada on Statutory Basis 


In view of the fact that U. S. com- 
panies are paying extra sums to em- 
ployes to meet the increased cost of 
living the example of Canadian compa- 
nies is interesting. Those companies 
until now have been making living ex- 
pense payments in the judgment of the 
management. A typical company is that 
which has been paying its employes 
$100 a year extra regardless of their 
annual wage. Hereafter the extra pay- 
ment is to be paid on a statutory basis 
adjusted quarterly to the cost of living 
index of the Dominion government— 
the Canadian index has gone up 14.6 
points since August, 1939. It went up 
from 114.7 to 115.5 during the month 
ending Oct. 1. 





Speakers Are Listed 
for Texas Congress 


Two additional headliners have been 
added to the annual west Texas sales 
congress of the Texas Association 
of Life Underwriters being held Nov. 7 
at the Herring Hotel in Amarillo. They 
are S. J. Hay of Dallas, president Great 
National Life and also head of the Texas 
Association of Life Insurance Execu- 
tives, and S. E. Martin of Dallas, gen- 
eral agent State Mutual Life. Mr. Hay 
will talk on “The Responsibilities of the 
Life Underwriter”; and Mr. Martin’s 
topic will be “Recognizing Your Job.” 

Other speakers previously announced 
include John Arden, agent at Waxaha- 
chie, Tex., of Southwestern Life; Tom 
B. Reed, personal producer at Oklahoma 
City for the Great Southern Life and 
trustee of the National Association of 
Life Underwriters; Ricks Strong, Dallas, 
general agent John Hancock Mutual 
Life, and Emerson Carey, Jr., Denver 
general agent of John Hancock Life. 
Mr. Arden will talk on “Building, Pres- 
tige’; Mr. Reed will give “Fifty Recipes 
for Selling” and Mr. Strong and Mr. 
Carey will present a skit, “Teamwork.” 

Neil Wright, Lubbock, Southland 
Life, and Allen Bruce, El Paso, Pacific 
Mutual Life, vice-presidents of the Texas 
association, will preside over the sales 
congress, one at the morning session 
and the other in the afternoon. 

The sales meeting is being held un- 
der the auspices of the Amarillo, Abi- 
lene, Big Spring, El Paso, Lubbock and 
San Angelo associations. 





Selection Group Names 
Committee Chairmen 


Committee chairmen for the Institute 
of Home Office Underwriters have 
been appointed by W. E. Jones, Provi- 
dent Life & Accident, president of the 
group. W. K. Fritz, Lamar Life, im- 
mediate past president, will head the 
membership committee. Robert H. 
Anderson, Liberty National, is chair- 
man of the industrial portfolios com- 
mittee, while Clarence F. Egdorf, Pro- 
tective Life, heads the section handling 
ordinary portfolios. 

W. Harrison, Ohio National, 
heads the reading and reference com- 


mittee. Those serving with him in- 
clude: Roy A. Foan, United States 
Life; IL. H. McVity, Business Men’s 


Assurance; R. F. Veazey, Indianapolis 
Life; Dr. B. H. Malone, Gulf Life, and 
D. M. LaClair, United Benefit Life. 





—_ 


Benefits Paid oy 
Life Companies 


Huge Sums Disbursed 
to Policyholders and 
Beneficiaries 


Life companies paid out $72,674.09 
in benefits to the widows, children, anq 
other beneficiaries of policyholders who 
died in September, bringing the tota! 
for the first three-quarters of 1941 tg 
$751,490,000, it is announced by the In. 
stitute of Life Insurance. 

“A large percentage of these death 
claims is being settled in the form of 
a continuing income to the family of 





THE TOTAL LIFE INSURANCE INCOME 
DOLLAR FOR 1940 WAS MADE UP OF: 
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the policyholder instead of by a lump 


sum payment,” Holgar J. Johnson, 
president of the Institute, stated in 
making public the figures. “This safe- 


guards the principal amount and pro- 
vides a regular flow of payments to de- 
pendents to replace the ‘paycheck’ of 
the breadwinner.” 

In addition to death claim payments, 
life companies paid to living  policy- 
holders $110,322,000 in September and 
$1,146,489,000 in the nine months, in 
the form of matured endowments, dis- 
ability payments, annuities, surrender 
values and dividends to policyholders. 

Total payments to policyholders and 
beneficiaries were: 


September 9 Months 

Death benefits. .$ 72,674,000 $ 751,490,000 
Matured endow- » 

Aaa 18,370,000 196,536,000 
Disability pay- ae 

ments Says 8,086,000 15 565,000 
Annuities ...... 12,374,000 117,87 7,000 
Surrender values 42,985,000 436,530,000 
Dividends to 

policyholders. 28,507,000 319,981,000 


Sea 
$182,996,000 $1,897,979,000 





To Give Blood for Britain 


Male employes of the Great-West 
Life at the home office will give blood 
for wounded Britons. H. W. Manning, 
general manager, says each employe wil 
give a pint of his blood “every two or 
three months or when required. 





Northwestern's Classification 


The Northwestern Mutual classifies 
its insurance buyers during September, 
students leading the list as to lives with 
836 or 20.07 of the total. As to amount 
of insurance, the percentage of total 1s 
11.83. Retail dealers come next with 24 
lives, which is 5.8 percent of the tot@. 
Their ratio of the amount was 8.64. 
Agriculture developed 366 lives oF 8.79 
percent of total but as to amount the 
percentage is 4.9. Clerks not in store 
produced 272 lives or 6.53 of its tota 
but the percentage for amount of insur- 
ance was 4.58. 
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Study Turns Light on Results, 
Costs of Agency Recruiting 


TORONTO—F. H. Haviland, vice- 
president Connecticut General Life, 
based his discussion of “The Value of 
an Agent” before the annual meeting 
of the Association of Life Agency Of- 
ficers and the Life Sales Research Bu- 
reau here on a study of this subject by 
Larry Morrison of the bureau. 

As an agency officer, Mr. Haviland 
finds himself in general agreement with 
Mr. Morrison’s findings. The latter 
concluded after the study that agency 
officers have tended to overvalue the 
recruit and to undervalue the man who 
survives; to overvalue net results of 
mass recruiting largely on the ground 
that it didn’t cost too much and to over- 
value the small producer for the same 
reason; to underemphasize the value of 
improving the old agent, and to over- 
look the fact that too many agents are 
liabilities, not assets. 


Reasons for Progress 


Mr. Morrison’s findings offer life in- 
surance powerful reasons for continued 
progress in selection of new agents, 
elimination of the unfit, and greater em- 
phasis on training and the trainer, Mr. 
Haviland said. 

In the report, agents are classified in 
groups 1, 2 and 3 on a production 
basis. The group 2 agent is the aver- 
age agent of a normal company, and the 
group 1 agent is the man who pro- 
duces approximately 50 percent more 
than the group 2 man. The group 3: 
agent produces about 50 percent less 
than the group 2 man. Men in rural 
territory would probably be classified 
in group 1 with an average lower pro- 
duction than in urban territory where 
the cost of living is higher. The group 
1 man earns a very adequate living, Mr. 
Haviland said, the group 2 man gets by 
on a thin margin, and the group 3 agent 
doesn’t make a living. 

The report assumes that the cost per 
agent is the same for all three groups, 
$400 for induction, $800 for those who 
survive the first year, and $600 per 
survival thereafter. Suppose there are 
three groups of 1,000 men 30 years old 
at entry with. survivors ceasing pro- 
duction at age 65. 


Hiring Poor Men Ridiculous 


“If we hire 1,000 of the first group 
type and 1,000 of the second group type, 
each group 1 man is worth about 60 
group 2 men in the potential net value 
to the company at the end of the first 
year,” Mr. Haviland commented. 
“When we have five year old men, or, 
in this study, men age 35 with five 
years experience, we find that for those 
men who survive the group 2 man is 
worth approximately one-fifth as much 
as the group 1 man. The great differ- 
ence in value the first year has been 
reflected in the increased turn-over and 
elimination of group 2 men. In five 
years, group 3 survivals are still cost- 
ing the company money and have no 
potential value. 


Persistency Factor 


“If the company wanted 1,000 men 
at the end of 10 years and could get 
all group 1 men, they would need to 
hire 189 men a year, or 1,390 in all, to 
have 1,000 remaining in 10 years. Con- 
fining selection to the second group, 
instead of 189 we would have to recruit 
356 men each year or 3,560 to have 
1,000 men at the end of 10 years. On 
the third basis the requirement would 
be ridiculous, 641 men a year. One 
man out of 3.56 retained at the end of 
10 years is a pretty good result and ob- 
viously all of us will continue to recruit 
men of the No. 2 type and should be- 
cause it is probably impossible to get 
enough of the group 1 type.” 

The maximum present value of group 
1 and 2 men comes somewhere between 
the sixth and 10th year and that value 
tends to maintain for a long time. This 
shows the value of maintaining the men 


in these production classes or improv- 
ing group 2 men so they can enter the 
group 1 category. 

In relation to persistency, he said, 
the group 1 man is more valuable with 
group C persistency than the group 2 
man is with A persistency. With C 
persistency the first group man’s value 
drops to approximately one-third his 
value with A persistency and yet he is 
still worth five times as much as the 
group 2 man with A persistency. Con- 
sequently an agent with substantial pro- 
duction but persistency problems can’t 
automatically be eliminated. On the 
contrary, agency management should 
take steps to improve the work he does 
with policyholders and the selection he 
makes of prospects. 


Tallies With Report 


Mr. Haviland said that his company’s 
experience tallied with the findings in 
Mr. Morrison’s report. Connecticut 
General eliminated group 3 men, and 
while this cost it 5 or 6 percent of its 
production, the move brought the com- 
pany nearer its objective of serving 
the policyholder well and building pres- 
tige for life insurance, and it is approach- 
ing more closely a profitable agency or- 
ganization. Although it eliminated 
some 125 full time men out of an 
agency force of 650, the company still 
shows an increase in new first premi- 
ums for full time men for like periods. 

One conclusion from the criticism of 
the TNEC investigation is that the 
most important consideration of sales 
management in life insurance for the 
future is not the extent of production 
but the quality of it, Mr. Haviland said. 
Every possible machinery should be set 
up to select the best candidates. Home 
office should police the job of selec- 
tion, requiring the filling out of the ap- 
titude index, insisting on a very com- 
plete report from the general agent or 
manager and assisting them by declin- 
ing to consider any new contract ex- 
cept on the most likely candidates. It 
is always easier to substitute hope for 
judgment face to face with the prospect, 
and the home office can save manage- 
ment hundreds of hours of wasted. time. 


Medical Exams Required 


As a further check on Connecticut 
General’s new men this year, the com- 
pany has added a complete medical 
examination requirement. This gives a 
further understanding of a man’s vital- 
ity and health and his long range po- 
tential. It has helped the company in 
the financing problem, and officials are 
completely sold on that part of the 
process today. 

It is no use to select strong agents, 
then bring them into agencies where 
mediocre men are struggling for sur- 
vival, he said. 

Management is a prime factor in the 
situation. When weak it cannot capi- 
talize on the power of the strong man. 
In this respect Mr. Haviland empha- 
sized the importance of training the 
trainer. Training never ceases for an 
agent but what about his manager? 
How many schools a year does he at- 
tend to learn to train? The home of- 
fice should develop a continuous process 
carried out at regular intervals of train- 
ing and retraining its managers. 

The greatest opportunity in life man- 
agement lies in the field of training the 
man who is going to train the agent, 
he said. By bringing 125 agents to the 
home office for a two weeks’ course, 
the home office undercuts the manager 
and defeats the normal process of plac- 
ing responsibility where it belongs. It 
is the manager’s job to build men, and 
the home office’s to build managers. 





Prospecting is the art of building 
friendships—systematically. 
Live wires need no charging. 


Penn Mutual Cites 
Clegg at 50 Year Mark 








JOHN W. CLEGG 


John W. Clegg of the home office 
agency of Penn Mutual Life, past presi- 
dent of the National Association of Life 
Underwriters, was honored by the home 
office for his 50 years with the company. 
Mr. Clegg has long been a leading agent 
of the company and is a life member of 
the Million Dollar Round Table. 

Mr. Clegg joined the concern as a 
mail boy and then became a clerk in the 
treasurer’s department. In 1901 he 
started as an agent. Soon afterward he 
joined the Philadelphia association and 
became secretary, vice-president, and 
then president. From there he went on 
to National association honors. 

Honored also was Frank J. Reeves, 
who joined the company on the same 
day as Mr, Clegg. Remaining a clerk in 
the actuary’s department until 1923, he 
then joined the home office agency, 
where he is still active. 








President Kemp in 
Address Dwells on 
Current Problems 


A. N. Kemp, president Pacific Mu- 
tual Life, spoke at the annual banquet 
of the Oklahoma City chamber of 
commerce. He said all can remember 
the time when $1,000 would yield a 
comfortable annual return of $60. Not 
today, he added. That rate has been 
cut approximately in half. For ex- 
ample, $100,000 now does the work of 
only $50,000, when compared with old 
interest earnings. The other $50,000, he 
said, has for all practical purposes been 
redistributed. 

Speaking of inflation, Mr. Kemp said, 
“As to the kind of inflation which most 
people have in mind when they talk 
about it, these days, it is already here. 
We have scarcities of almost every- 
thing; not enough people to do the 
work; not enough materials to make the 
things we want; not enough finished 
product to meet consumer demand. 
There will be a further pinch of short- 
ages, and the price spiral can be ex- 
pected to continue upward. We have 
witnessed alternating periods of de- 
pression and inflation five times within 
the last 30 years. 


Need to Be Discriminating 


“T do not suggest that inflation in 
relation to last year’s prices, or those 
of 1933, does not exist, not to minimize 
the danger which is present in any In- 
flationary tendency. The point I wish 
to make is that we need to be discrimi- 
nating in our judgments, and not per- 
mit popular prejudice or the prevailing 
brand of excitement to warp our opin- 


Clash of Interests 
Looms on Loans 


Mortgagor's Financing oj 
Fire Insurance Premium 
May Affect Lender 


NEW YORK—The growing pop, 
larity of mortgage borrowers taking 3. 
vantage of the saving through buyix 
their fire insurance on a three or five. 
year term basis and financing the pr. 
mium through a finance company bring 
certain complications for life compan 
mortgage departments. So far the mo 
interest has been shown in this situatio, 
by the savings banks in the New Yok 
metropolitan area because savings banks 
carry a considerable larger percentag 
of their assets in mortgages than do fi 



















companies and because New York City = 
borrowers have gone in more heavily fo; ol 
the premium financing plan than mog “se 
other sections of the country. ut ‘ 
The New York department held; tie 
hearing attended by representatives ¢j a 
the savings banks, the fire companies, i i 
the agents and brokers and the two cfm ° 
the finance companies, the Stevens Pla fi pre 


and First Bancredit, as a result ¢i 
which Superintendent Pink will shortly 1 
appoint a committee of those intereste 


to study the best means of keeping (pha 
mortgagees informed of the existence of J ing 
financed premiums. All agreed that the J tio 
banks should be informed of financed J pre 
premiums, the only question being how diu 
to make sure that it would be done. 2 
ha 

Return Premium at Stake ge 
While there is not much chance fo Be 


a conflict of interest in the event of a= 
loss, the savings banks contend, af °° 
would any other mortgagee, that when 
a policy is cancelled for nonpayment of 
premium or other cause the mortgage fF ‘? 
has sole right to the entire return pre- 
mium since the policy is assigned to the 
lender as further collateral security for 
the loan. The finance company, on the 
other hand, contends that since it finan- 
ced the premium it has a right to the & ‘ 
return premium, or at least some hae B “ 
made this claim in some cases. 

So far there has been no actual cor- 
flict of interest between the banks ané 
the finance companies, as in all cases 
of cancelled policies the fire compamits 
have paid return premiums to the finance 
companies to extent of the insured’s 
debt and still continued the mortgagtts 
protection. However, foreseeing that 
the companies would not continue this 
practice indefinitely, both the banks and 
the finance companies would like 10 
know where they stand. 


r7:°[ An 





Reliance Life Employes Elect 


PITTSBURGH — New officers 
the Reliance Life Employes Associ 
tion are: E. Page Holtzman, pres 
dent; Jean Davis, vice-president; Eve 
Huebner, secretary, and R. E. Metz: 
ger, treasurer. On the board of a 
ernors are J. E. Ritter, J. V. Kelly an 

Wood. 
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Cleveland Office Leads Company 


The Cleveland office of National . 
& Accident under A. D. Barner led _ 
triple A districts of the company a 
the third quarter of 1941. Mr. — 
only recently became manager of t 
Cleveland district. 






















ions and impel us to accept conclusions 
— “ not — ternal verities 
‘We know these few ete 3 
That mankind has progressed, howev! 
haltingly, from the first dawn of S a 
zation. We know there has never Dé 
a time when the ultimate decisi0 
not in the cause of righteousnest i | 
know that justice and honor and "| 
have endured throughout all time, re 
matter what evils have sought to Pf | 
vail against them.” 
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Specific Techniques 
or General Agents 
Needed, Laird Says 


TORONTO—The job of head office 
agency department officials today is to 
develop general agents and managers to 
the point where every phase of their 
work will be performed in a precise, 
pre-determined manner through the 
medium of specific techniques, all of 
which should have been proven by ex- 
perience to be successful wherever in- 
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ae fe telligently applied and all should lead 
A bee directly to the attainment_of objectives 
P cd NSH cet up by the company. So said W. C. 
wi the a Laird, superintendent of agencies of 
1is sit Mo tondon Life, in an address delivered 
New Ya before the joint annual meeting of the 
vings bank Agency Officers and Sales Research 






Bureau. ; f 
Mr. Laird said there is a new era in 
agency management which will mean 
the death of indefiniteness in every 
phase of agency management and will 
mark the development of specific tech- 
niques without which the marketing of 
life insurance must continue to be 
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aaa marked by inefficiency and high cost 
the two 4 of insurance. 
evens Play sae i 
vent a Precision Is Desired 
vill shortly The job, Mr. Laird said, is to develop 
intereste [& general agents to the point where every 
f keeping J phase of their work, including recruit- 
xistence of J ing, training, supervision, and motiva- 
d that the [& tion, will be performed in a precise, 
f financed ( predetermined manner through the me- 
being how dium of specific techniques. All of 
> done. [& these should be proven by experience to 
F have been successful wherever intelli- 
' gently applied and all should lead di- 
hance fore rectly to the attainment of both short 
vent of ae and long term objectives set up by the 
ntend, af company. Mr. Laird said that in recent 
hat when Years the agent’s job has been broken 
yment of @ down and there has been developed a 
nortgagee fe sPecific treatment for each phase of his 
turn pre [je Work. For example, standardized pres- 
ed to the entations, answers to objections and 
‘urity for closing appeals, methods of time con- 
y, on the trol, aids in prospecting, advance 
it finan. — Courses of instruction, the U. de- 
it to the gree, etc., all have contributed to his 
me have & development and success. 
| ' Mr. Laird said that the general agent, 
tual con. 4S key-man in the plan for distribution 
inks and & Of life insurance, needs to have specific 
all cases § ‘treatment together with negotiable tech- 
ympanies niques for each phase of his job. 
» finance In recruiting, he said, it is the re- 
‘nsured’s sponsibility of head office officials to 
tgagee’s B ‘direct general agents’ activities into 
ng that & Channels proven by experience to be 
nue this the best source of successful men; that 
nks and & Seneral agents should be provided with 
like to Proven aids to judgment in selecting 
new men, such as rating charts, the 
aptitude index, and others. General 
agents, he said, should be provided with 
organized presentations showing the 
ct advantages of life underwriting as a 
ers of career, The established good agent 
\ ssocia: seldom objects to the addition of new 
presi- men who are on a level of quality with 
t: Eve himself, but he has a right to dispute 
Metz- the hiring of unqualified persons. 
ov- cae 
ty Training and Supervision 
_In the field of training and supervi- 
* according to Mr. Laird, agency 
partment officials have a real oppor- 
apany tunity and responsibility. Here speci- 


al Life : fic methods may be developed and con- 


led all tinuously improved. He pointed out 
ry for that too often the general agent is left 
Barnet f © his own devices and, while he may 
of the make a first-class job of his own par- 


ticular system, that system may or may 
not be in conformity with the general 









—— ff Policy of the company. It is necessar 
ysions i therefore, that company cbiectives 
= — be established and that this ac- 
rities: [7 pc Paige be followed by intensive 
wevel sor of general agents along lines 
civili eading to those objectives. 
been ; € speaker said it is not sufficient 
1 was © set out sound plans and then sit back 
We § nd expect general agents to carry them 
truth pes! in detail effectively and continu- 
e, no dediaea One company, he pointed out, 





upon certain definite objectives, 





such as quality business and the de- 
velopment of high class salesmen. It 
then instituted a plan calling for initial 
training schools at head office for all 
new recruits, for a period of three 
weeks. The final curriculum was de- 
veloped by agency department men 
working in collaboration with groups 
of agency managers. Before the first 
training school was held, managers 
were brought to head office for two 
weeks in which they learned by pro- 
longed drill and rehearsal the same sell- 
ing techniques as were to be taught 
new recruits. They learned to develop 
skill in selling and their attitude to the 
job became that of a sales manager in- 
stead that of agency executive. The 
emphasis was placed on the necessity 
of coaching on the job. Periodically 
managers are brought together for fur- 
ther instruction and for consultation. 


Under this system, Mr. Laird said, 
there is no break in the training of an 
agent. When he returns to his district, 
the manager carries on from where the 
school left off. The schedule of train- 
ing and supervision under the manager 
is definite and specific. Detailed weekly 
reports are required. 

An additional aid is the Managers’ 
Planbook, which permits the manager 
to analyze the progress of individual 
agents and the group as a whole; keeps 
before the manager his objective for 
each period, both with respect to re- 
cruiting, and production; sets a pro- 
gram of ways and means by which the 
plans for the future may be carried out; 
and shows the results accomplished and 
permits the manager to be in a posi- 
tion at all times intelligently to discuss 
with any man in his agency any phase 
of his work. 


Extra Payments to Staff 


May Reduce Turnover 


The insurance companies that have 
decided to make extra payments to 
their employes, particularly in the 
lower income brackets, are actuated by 
altruistic motives, appreciating that the 
increased cost of living and the in- 
creased taxes in prospect create an 
emergency for such employes. But they 
are also prompted by a desire to hold 
their employes. In every office today the 
personnel problem is uppermost. Em- 
ployment opportunities are abundant 
and employes are moving from one 
place to another when they can im- 
prove themselves to the extent of $5 to 
$10 a month. These extra payments, 
the companies hope, will place their 
employes above the reach of other of- 
fices. 














STREAMLINED 


Sure in its direction is the John Hancock Readjustment Income Sales Plan. 





Its streamlining shortens the distance between contact and sale. And national 


advertising helps point the agent’s story home. 
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Personalities at 
Agency Executives 
Toronto Parley 


Several leaders of the National As- 
sociation of Life Underwriters were in 
Toronto for the convention of the Re- 
search Bureau and Agency Officers. 
President John A. Witherspoon was a 
convention speaker. W. W. Hartshorn, 
Metropolitan Life, Hartford, is the new 
chairman af the N.A.L.U. general 
agents section, and he was getting ideas 
for next year’s meeting of that section. 
W. M. Duff, Equitable Society, Pitts- 
burgh, until recently N.A.L.U. trustee, 
attended. Earl Colborn, Connecticut Mu- 
tual, Rochester, N. Y., as chairman of 
the N.A.L.U. committee on training 
courses, sat in at the meeting Sunday 
of the A.L.A.O. committee on training 
of which Chester O. Fischer, Massa- 
chusetts Mutual, is chairman. Ray 
Hodges, Ohio National, Cincinnati, as 
chairman of the N.A.L.U. committee 
on agents compensation, attended the 
meeting of the joint committee on 
compensation Sunday. M. A. Linton, 
Provident Mutual, chairman of the joint 
committee, did not arrive in Toronto 
until Monday, however, as he appeared 
in New York Sunday in a radio forum 
on the subject of inflation. 

Members of the executive commit- 
tee of the Research Bureau were fur- 
nished with blue badges upon which ap- 
peared the single word “Executive.” 
These executives were subjected to so 
much ribbing that the badges disap- 
peared in short order. 

Lee Dougherty of Davenport, Iowa, 
vice-president of Occidental Life, came 
in from New York after attending the 
Army-Notre Dame game. 

Several committee meetings and sub- 
sidiary gatherings were held Sunday 
and Monday morning. The committees 
that held forth were those on agents 
compensation, on persistent business, 
Don Mix, State Mutual, chairman, on 
training; then there was an informal 
gathering of industrial company repre- 
sentatives; and the boards of both the 
aa and Agency Officers had par- 
eys. 

The buffet luncheon Monday that was 
given by the Canadian life companies 
in the spacious concert hall of the 
Royal York gave the group an oppor- 
tunity to exchange greetings in a con- 
genial atmosphere. The Canadian hosts 
avoided serving salami, liver sausage, 
postrami, and the other usual ingredi- 
ents of a conventi>n buffet, and con- 
centrated on such high class viands as 
cold lobster, turkey, etc., with the re- 
sult that many of the conventioneers 
were seen to sneak back to the tables, 
assuming the innocent look of a fresh 
eater. 

The gathering really got under way 
in the street in front of the Royal York 
Monday before luncheon to witness a 
victory parade, featuring a tank divi- 
sion. The Canadian life insurance peo- 
ple had arranged for a special routing 
of the procession, which gave those 
from the United States a good concep- 
tion of the makeup of a motorized unit. 
The flayor of the war effort was thus 
introduced to the visitors immediately. 

The nominating committee that 
brought in a slate of seven new direc- 
tors of the Research Bureau consisted of 
S. T. Whatley, Aetna Life, chairman; W. 
M. Rothaermel, Pacific Mutual; W. E. 
Hays, New England Mutual; Frank H. 
Sykes, Fidelity Mutual; George H. Hunt, 
Imperial Life. 

In the program were listed those that 
have been attending these meetings for 
many years back. Heading the list is 
A. L. Dern, Lincoln National, who has 
been at 24 consecutive meetings, includ- 
ing Toronto. L. J. Dougherty, Occidental 
Life, has been at 20 consecutive meetings 
and 22 in all. Manager John M. Hol- 
combe, Jr., has attended 19 consecutive 
meetings, 21 in all. Then came A. C. 
Louette, Peoples Life of Frankfort, 19 
consecutive meetings. 

Holgar Johnson, president of the In- 
stitute of Life Insurance, enjoyed his To- 
ronto visit uncommonly, as he didn’t 
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since the 
Canadian 
with en- 
advertis- 


have to make a speech and, 
Institute doesn’t advertise in 
papers, he was not besieged 
treaties from local newspaper 
ing managers. 

Those from the headquarters staff of 
the bureau attending were: Manager 
Holcombe, L. S. Morrison, assistant man- 
ager; B. N. Woodson, director of serv- 
ice; L. W.S. Chapman, Ward Phelps, E. J. 
Scholefield, Miss Elizabeth Stevens, R. 
N. Ford, A. K. Kurtz, Daton Gilbert, 
Fred Monley, who has just joined the 
bureau, formerly having been’ with 
Provident Life of Bismarck, N. D. 

E. H. Mulock, president of Central 
Life of Iowa, and W. W. Jaeger, vice- 
president of Bankers Life of Iowa, im- 
proved their stopover in Chicago Sunday 
by attending the Packers-Bears football 
game. 

A. E. Patterson, vice-president of Mu- 
tual Life, had to leave Monday evening 
as President Lewis W. Douglas of Mu- 
tual Life desired to take advantage of 
election day quiet in New York Tues- 
day for concentrated executive work. 


Lt.-Col, John A. MeCamus came to the 
meeting to renew acquaintances. In pri- 
vate life he is general superintendent of 
agents of North American Life of To- 
ronto. He has been in active military 
service since July 1. He is commandant 
of the 2nd armored brigade at Camp 
Borden. 

The Canadian newspaper men were 
seeking out for interviews certain execu- 
tives of U. S. companies that have pro- 
nounced sentiments in favor of more ac- 
tive participation of the United States in 
the war effort, and have been publicized 
in that connection at home. 


One of the most astutely diplomatic 
gestures and yet one springing from the 
heart was the appearance in Toronto of 
W. M. Dewey, president of the Edgewater 
Beach Hotel of Chicago. Edgewater 
Beach has been the traditional meeting 
place of A.L.A.O. and L.1.S.R.B., but in 
deference and in recognition of the Cana- 
dian contingent the convention went to 
Toronto this year. Mr. Dewey turned 
up as one of the U. S. delegation and ap- 
peared at the Royal York cocktail party, 
which in the past has been the Edge- 
water Beach party. Everyone recognized 
that this was smart business on the part 
of Mr. Dewey, but it was, nevertheless, 
business in its most gracious aspect. 

The cocktail party provided a most 
congenial evening. The Royal York is 
exceptionally well designed for holding 
a convention group together and at the 
cocktail party there was a great oppor- 
tunity for fraternizing. 

Many of the Canadian companies main- 
tained headquarters suites that were 
popular gathering points between ses- 
sions. Each of the companies was rep- 
resented by a large number of its execu- 
tives. 

George Capen of Connecticut General 
was receiving congratulations Tuesday, 
that being his birthday. 

The luncheon for the press Tuesday 
was much appreciated. This is an an- 
nual custom. TT. J. Behan, vice-president 
of Massachusetts Mutual, extended wel- 
come from the bureau and then enter- 
tained with a string of stories that 
tickled those that have heard him before 
and wowed the Canadian newspaper men 
to whom Mr. Behan was a brand new 
phenomenon. Other than newspaper men 
attending were B. H. Walker, Life of 
Virginia; Holgar Johnson, president In- 
stitute of Life Insurance; John H. Evans, 
Ohio National; V. B. Coffin, Connecticut 
Mutual; Powell Stamper, National L. & 
A.; John Witherspoon, president N.A.L.U.; 
W. P. Worthington, Home Life; R. B. 
Coolidge, Aetna Life; Gordon Hunter, 
Phoenix Mutual. 

Vincent Coffin announced at one of the 
meetings that the following persons 
were present at both the first meeting 
of the bureau 20 years ago and this year 
at Toronto: 

A. N. Mitchell, Canada Life; James A. 
Fulton, Home Life, N. Y.; Isaac Miller 
Hamilton, Federal Life; Frank H. Sykes, 
Fidelity Mutual; L. J. Dougherty, Occi- 
dental; George L. Hunt, New England 
Mutual; George H. Hunt, Imperial Life; 
J. G. Stephenson, London Life; A. Mac- 
Kenzie, Manufacturers Life; Wm. Carlisle, 
Mutual Life of Canada; O. J. Lacy, Cali- 
fornia-Western States; Oliver Thurman, 
Mutual Benefit; F. L. Mable, Security Mu- 
tual of New York; A. L. Dern, Lincoln 
National; and John Marshall Holcombe, 
Jr., of the Research Bureau. 


Of these 15, it is interesting that five 
are Canadians. 









Why Leave the Rest of 
the Cake Uneut? 


Your prospects and policyholders 
possess Multiple insurance needs— 
Life, Accident and Health, Hospitaliza- 
tion, and Insurance Savings. Moreover, 
they buy these multiple services... 


from someone! 


Why Not from You? 


With a General American Life contract 
covering additional lines, your pros- 
pects multiply, and so do your earnings 
... substantially! You can serve your 
prospects’ every need for personal pro- 
tection, plus Group Life and Group 
Casualty insurance for employees of 
your business prospects. 

Write Jack T. Lynn, vice president, 
for details concerning the many other 
advantages of ‘‘Multiple Line”’ insur- 
ance underwriting ... and about agency 


opportunities now available. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Louis, Missouri 


MULTIPLE LINES: Participating » Non-Participating ¢ Salary§Savings « Juvenile « Sub- 
e Commercial Accident and Health and Hospitalization « Group Life 
e Group Accidental Death and Dismem- 
berment e Employee and Dependents Group Hospitalization with Surgical Procedure Benefits 
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Detroit Agency Sets Home 
Lite Production Record 
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ARTHUR D. SUTHERLAND 





The Arthur D. Sutherland agency of 
Home Life of New York, Detroit, in 
October broke the company record for 
paid for business in any one month, Busi- 
ness in October from Detroit totaled $1,- 
202,999. The record had stood for 11 
years and the Detroit agency’s feat was 
accomplished with new life and endow- 
ment policies only, excluding any credit 
for term or annuity business. The 
agency showed a 90 percent increase 
for the first nine months. 

Mr. Sutherland became manager in 
Detroit in 1935, after two years with 
the company as an agent and super- 
| visor. Before that he was in the auto 
accessory business in Detroit. His 
agency currently holds the President’s 
Trophy awarded annually for outstand- 
ing agency building achievement. 













Criticisms of the 
Business Being Met, 
Says Stevenson 


Judging from the course agency op- 
erations have taken during recent years, 
life insurance should feel encouraged 
rather than discouraged by the progress 
made, John A. Stevenson, president 
Penn Mutual Life, told the meeting of 
Life Agency Officers and Sales Re- 
search Bureau in Toronto. The TNEC 
didn’t, he said, point out any situations 
life insurance hadn’t itself recognized: 
Too many agents, too many of them 
unfit or untrained, too low average com- 
pensation for agents, and too much em- 
phasis on volume. 

But, he said, the total number of 
ordinary life agents’ contracts in force 
im 1940 was over 20,000 less than in 
1934. The aptitude test is working to 
reduce the number of men unqualified 
for the business. Progressive compa- 
Mies are asking, “How can we best 
train our salesmen?” not “Shall we train 
them?” Companies are using the per- 
sistency rating chart on new cases, with 
its emphasis on quality rather than 
quantity. 


Still Have Job to Do 


This is progress, but each agency of- 
ficer, general agent and agency man- 
ager must accept his share of individ- 
ual Tesponsibility for improving the 
distribution system, Mr. Stevenson said. 
While vast numbers of agents are do- 
ing highly professionalized work, com- 
Panies now and then take on an agent 
just to get a little business, or wink 
at questionable agency practices. 

‘ Mr. Stevenson suggested it might be 

nd _ idea for every agency Officer 

pa ep a file of “things not to do,” 

be refer to it whenever he feels like 
agging, 

If companies had devoted sufficient 


research to results of various company 
training courses to have a sound basis 
for judging the amount of training 
necessary for agents at various periods 
in their careers, Mr. Stevenson thinks 
the TNEC would not have reported 
that of the larger legal reserve com- 
panies “63 percent had no definite re- 
quirements of any type” for training. 


Value of Research 


He suggested that the average buyer 
doesn’t ordinarily need the services of 
a comprehensive estate planner. Re- 
search could set up minimum educa- 
tional standards for selling, with provi- 
sion for additional educational facilities 
to enable individuals to equip them- 
selves for specialized work. 

There is more information than ever 
before on sound methods of agency 
procedure and better facilities for put- 
ting these procedures into operation. 
The thing now is get the job under way 
all along the line. Elimination of in- 
competent agents and longer training 
periods may result in a temporary de- 
crease in volume, but the business has 
been able to face facts in the past and 
can do so now. This is the first step 
in performing life insurance’s “social 
task.” 





Diamond Life Bulletins increase sales. 
Write 420 E. Fourth St., Cincinnati. 


Witherspoon Gives 
N. A. L. U. Platform 


TORONTO—John A. Witherspoon 
resoundingly laid down six planks in the 
platform of accomplishment for the Na- 
tional Association of Life Underwriters, 
which he heads, at the joint meeting of 
the Life Agency Officers and Sales Re- 
search Bureau here. 

“We propose to make a definite and 
unremitting effort to bring every life 
agent in the United States under the old 
age and survivorship provisions of the 
social security act,” he said. He asked 
support of agency officers as he has al- 
ready done with the American Life Con- 
vention. 

“We propose to make every effort to 
see that the commission scale more 
nearly reflects the actual work done and 
progress accomplished by the agent, and 
pays the career underwriter more and 
the unproductive agent less. 


Eliminate the Unproductive 


“We are going to do everything we 
can to eliminate the unproductive 
agents,” he said. “Many general agents 
would gladly accept a code of fair agency 
practices but are persuaded against do- 
ing so by the backdoor regulation of 


their companies which are stil! shooting 
for volume at any cost,” he asserted. He 
said the National association now is 
studying the possibility of requiring 
prospective members to meet strict qual- 
ifications so that only career agents will 
be admitted. 

“We propose to redouble efforts to 
raise the educational standards of agents 
so that they may be better and more 
favorably known to the public.” In this 
respect he heartily endorsed the agency 
officers’ recommendations for a secon- 
dary course of agents’ service training. 

“We propose to continue to carry out 
our responsibilities to the public in re- 
sisting furthet tax burdens that will di- 
rectly or indirectly increase the cost of 
protection essential to healthy economic 
life,’ he said. The fight to retain the 
federal estate tax exemption of $40,000 
of life insurance is a case in point. 

“We propose to assist the government 
during the national emergency in every 
way possible through sale of defense 
bonds and by other means as may be 
outlined for the association by the gov- 
ernment,” he said. 





George Schoeffel, superintendent of 
agencies for Oregon Mutual Life, was 
chosen president of Portland’s world- 
famous rose festival, which will be held 
June 10-13, 1942. 





We Will 





“This Morning 


Discuss=”’ 


No Lincoln National Life field man 
or general agent need be at a loss 
for a current thought that will help 
him sell more life insurance. Every 
Monday morning each LNL man re- 


Fort Wayne 


Geared To Help Its Fieldmen 





ceives his copy of the Monday Morn- 
ing Message. This timely bulletin 
offers suggestions on current life in- 
surance sales opportunities or news 
about the coming week's sales plans. 


COMPANY 





Indiana 
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Sincere Effort to 
Aid Agent Builds 
Morale: Phelps 


TORONTO—Morale is high in 
those agencies in which the manager is 
sincerely trying to help the agent, ac- 
cording to Ward Phelps of the Sales 
Research Bureau staff, who addressed 
the annual meeting of the Research Bu- 
reau and Life Agency Officers here. 

Building and maintaining morale, he 
said, is one of the primary jobs of man- 
agement, because morale is a cause of 
success and low morale is a deterrent. 
The manager is primarily responsible 
for the morale in an agency. 

In a comprehensive study of morale, 
the bureau devised 128 questions for in- 
terviews with individual agents. The 
answers to two of those questions, how- 
ever, almost invariably predicted the at- 
titude or the basic morale of the agent. 
Those questions are: “Do you believe 
your manager is sincerely trying to 
help you?” and “Do you believe he is 
sincerely interested in everything asso- 
ciated with your success and welfare, 
including your personal problems?” 


Spirit Is Important 


Mr. Phelps asserted that it is not so 
much what the manager does as how he 
does it, not so much the thing but the 
spirit and the circumstance under which 
it is done. In good morale agencies 
there are central objectives surround- 
ing the present agents; in the poor 
morale agencies the objectives are cen- 
tered about recruiting and total agency 
production. Agents, it was developed 
by the interviews, are looking for such 
qualities in their managers as: interest 
in agents’ welfare, approachability, 
knowledge of life insurance, sincerity, 
fairness and justice, friendliness, coop- 
eration, sympathy, enthusiasm, gener- 
osity and skill in selling. 

Morale in the agency, Mr. Phelps 
said, is related to the fundamental 
principles of ego recognition, voca- 
tional competence of manager and a 
sense of security on the part of the 
agent. 

Ego recognition is important, he said, 
because each person has a primal in- 
terest in himself and his welfare. Mr. 
Phelps outlined certain rules to follow 
in attempting to recognize what the 
men are doing. The manager should be 
specific, he should commend an agent 
for something definite that he has done; 
he should give recognition to the work 
done, not just the man; he should be 
generous in giving recognition, he 
should be fair and he should give recog- 
nition in public. 


Sincere Recognition 


The most hardboiled agent appreci- 
ates an honest and sincere recognition 
of what he is doing and trying to do. 

Insofar as vocational competence of 
the manager is concerned, the manager 
should have a reasonable knowledge of 
and skill in selling and management 
plus qualities that go to make up a man 
of character and general fitness. 

There is need to create in the agents 
a sense of economic and emotional se- 
curity. The most discouraging and 
the greatest morale breaking factor is a 
sense of economic insecurity. But 
emotional insecurity is to be avoided 
also. That comes about when rules 
of operation are changed without con- 
sulting the agent, when the general 
agent takes his personal troubles to the 
office and when the manager does not 
make his abilities available to the agent. 





Officials Plan Tour of Agencies 


A. L. Dern, vice-president and direc- 
tor of agencies, and Dr. W. E. Thorn- 
ton, second vice-president and medical 
director of Lincoln National Life, begin 
their annual tour of the company’s 
western agencies Nov. 10. They will 
meet on that date with the Ben M. 
Kirke agency in Des Moines and from 
there will follow an itinerary that will 
take them through 11 states before re- 
turning to the home office in December. 





Veteran Chairman of 
Ohio State Life Dies 

















JOHN M. SARVER 


John M. Sarver, 76, chairman of the 
board of Ohio State Life and for many 
years its president, having been one of 
the organizers of the company and a 
member of its original board of direc- 
tors, died Monday at his home in Co- 
lumbus, as a result of cerebral hemor- 
rhages, with which he was stricken on 
Oct. 13. Funeral services were held 
Wednesday afternoon in the First Eng- 
lish Lutheran church in Columbus and 
burial was at Canton, O., where he 
formerly lived. 

Born in Canton, Mr. Carver spent 19 
years as a school teacher there, and 
went to Columbus 35 years ago, resign- 
ing then as superintendent of the Can- 
ton schools. He was a graduate of Ohio 
Northern University at Ada, O., and 
held numerous degrees. He was serv- 
ing as general agent of the Massachu- 
setts Mutual Life in Columbus when 
he organized the Ohio State Life. He 
was the original secretary and in 1912 
was named president. Since 1932 he 
has been chairman of the board. He 
was at one time a vice-president of the 
American Life Convention. He was 
active in the United Lutheran Church. 

Active pallbearers included three 
members of the church, and Claris 
Adams, president; R. T. Crew, director, 
and H. C. Fetsch, vice-president and 
actuary of Ohio State Life. Honorary 
pallbearers included the directors of the 
company and G. W. Steinman, president 
Midland Mutual; D. E. Ball, president 
Columbus Mutual Life, and George 
Brand, a close personal friend. 








Big Newark Transaction 
NEWARK — One of the largest 


Newark real estate transactions in re- 
cent years was the sale by Prudential 
to the F. W. Woolworth Co. of the 
northwest corner of Broad and Market 
streets, on which there is a two-story 
structure occupied by a number of retail 
shops. Under the contract it is contem- 
plated that as soon as practicable after 
May 1, there will be erected a three or 
four-story building on the major portion 
of the property for the exclusive use of 
the Woolworth Co. 

This property was acquired by Pru- 
dential between 1899 and 1904, the pres- 
ent building being erected over 20 years 
ago. Throughout the years this prop- 
erty has been held by Prudential for 
future growth and it has for a number 
of year's occupied the major portion of 
the second floor. In view of the com- 
pany’s decision about a year ago to erect 
an office building on property which it 
owns at Washington, Bank and Aca- 
demy streets, it became apparent that 
it was unneccessary for the company to 
continue to reserve the Broad and Mar- 
ket street site for future expansion. 


Indiana Companies 
Entertain L. H. Pink 
at Indianapolis 


The Association of Indiana Legal Re- 
serve Life Insurance Companies enter- 
tained L. H. Pink, insurance superin- 
tendent of New York, at a luncheon 
held in Indianapolis. A. L. Portteus, 
Indianapolis Life, president of the as- 
sociation, presided and introduced Mr. 
Pink as well as other guests and mem- 
bers of the Indiana insurance depart- 
ment of the state. 

F. E. Huston, actuary. of the Amer- 
ican Life Convention, was present on a 
visit to the city. Mr. Pink’s remarks 
were addressed to the experiments in 
housing that had been conducted by 
several of the life companies. He spoke 
of the housing developments in Long 
Island City and in the Bronx. Mr. Pink 
stated he was anxious to gain sugges- 
tions and ideas from the Indiana com- 
pany officials and a general round table 
discussion was entered into. Eight of 
the Indiana companies were represented 
at the meeting. 

Mr. Pink was in Indianapolis to ad- 
dress the Indiana Association of Insur- 
ance Agents. 


Oldest Franklin Life 
Policyholder Dies at 102 


a 

William H, Wildey who died a ig 
days ago at Mt. Carroll, IIll., at 102 Wa 
the oldest policyholder in Franklin Lif 
having bought his Franklin Policy iy 
1891, 

In 1924 the company wrote him that i 
would consider his policy paid-up, 0, 
his 100th birthday, the company Offered 
to pay him in cash in the amount of ti 
face value of his policy. But he pre. 
ferred to leave it and draw interest {y 
his lifetime. 

A Civil War veteran, Wildey wa 
present when Abraham Lincoln wx 
nominated for President in Chicago jy 
1860, and cast his first vote for Lincol, 
He served in the Union forces from 194; 
until 1866, at which time he was dj. 
charged with the rank of captain, Dy. 
ing the war he was severely wounded, 




































Shearer with Great Northwest 


Maynard G. Shearer has been a. 
pointed assistant to President S, P 
Weaver of Great Northwest Life 
Spokane. Mr. Shearer has had seven 
years life insurance experience in 
Yakima and Spokane, most recently 
serving with California-Western States 
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Research Bureau Trims Sails 
ip Lighter Air and Makes 


Good Headway, Penny Says 


TORONTO—How the Sales Re- 
sarch Bureau has operated effectively 
on a lower budget was recited by W. S. 
Penny, director of agencies of Sun Life 
of Canada, in reporting as chairman of 



















him that ifm its board of directors at the annual meet- 
aid-up, (jy ing here. 

any Offer! Mr. Penny recalled that the bureau 
Ount of the officers last year voluntarily offered to 
ut he pref reduce the costs Of operations and as a 
Nterest for result fees to member companies were 





substantially reduced. Savings were ac- 
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W. S. PENNY 


complished in eliminating the routine 
personal visits of bureau representatives 
tomember companies. In the past each 
member was visited at least once a year 
by a representative of the bureau. This 
was a costly procedure and although it 
was very welcome to some companies, 
it was unappreciated by others. This 
year such visits have been made only 
upon request of the company. There is 
— satisfaction in the change, he 
said. 

Then, in connection with various re- 
search projects, voluntary committees of 
member companies were set up to con- 
duct many phases of the work instead 
of relying almost entirely on the bu- 
reau personnel. Several of these volun- 
tary committees have done excellent 
work, He referred particularly to the 
committee on agents compensation of 
which M. A, Linton is chairman: that on 
persistency of business, Don Mix, State 
Mutual Life, chairman; that on costs, 
L. S. Morrison of the bureau staff, 
chairman. The editorial advisory com- 
mittee headed by R. B. Coolidge, Aetna 
Life, has also given excellent service, 
he said. 


Managers Schools Popular 


_ Three managers schools were held dur- 
ing the year with a total attendance be- 
tween 150 and 200. Several one-day 
sales conferences were held in various 
parts of the country. These meetings 
were successful, but from a personnel 
standpoint, the bureau is not equipped 
to undertake projects of such large 
scope. The holding of two seminars for 
companies coming within certain busi- 
ness in force groups was greatly appre- 
ciated. The five volume study of morale 
was highly appreciated. 

' he research division of the bureau 
as under examination the possible de- 
velopment of an aptitude index for man- 
agers and test checks were made during 
the year on the effectiveness of the agent 
aptitude index, 

4 The bureau has successfully kept ex- 
| Penses within income and is balancing 
4 Its budget. 

‘ ¢w member companies since last 
ag are Union Life of Arkansas, Fidel- 
a nhion wife, Farmers & Traders, 
P ern Life of Canada, Montreal Life, 
unset Life of Olympia, Wash., Com- 




































































monwealth Life, Peninsular Life, Wash- 
ington National and “El Roble” of 
Mexico. 

Mr. Penny gave particular praise to 
the efficiency of Miss Elizabeth Ste- 
vens, office manager. 


Companies Win Minn. First Round 


ST. PAUL—Life companies have won 
the first round in their court action to 
have declared valid the 1941 law author- 
izing them to write policies with avia- 
tion exclusion riders. 

Judge McNally in Ramsey county 
court this week overruled the demurrer 
of the state, which will appeal the case 
to the supreme court. It is a friendly 
action brought to straighten out an act 
which through an engrossing error was 
found to be confusing and contradictory. 

Both the companies and the Minnesota 
department, which was a party to the 
action, are anxious to have the case dis- 
posed of, as the department is not ac- 
cepting for filing any forms providing 
for aviation exclusion riders. 








Northern Life Conducts Contest 


Northern Life is running a sales con- 
test for November with pieces of ster- 
ling silver as prizes. The contest is 
based on the company’s Honor Roll 
and the winners will be able to choose 
from seven patterns. 





Federal Tax Battle 
Looms Up in Offing 


The preliminary skirmishes that have 
already occurred in the matter of fed- 
eral taxation of insurance companies in- 
dicates quite clearly that when the sup- 
plementary revenue bill is introduced, 
perhaps in about two weeks, there will 
be a great battle between the stock fire 
and casualty and mutual fire and cas- 
ualty interests over the mode of such 
taxation. The mutuals apparently have 
come to the conclusion that some form 
of federal taxation is inescapable and 
they are advocating a federal premium 
tax. The stock companies, on the other 
hand, appear to favor amending the 
federal income tax provisions, in the 
first place to put the taxation of stock 
and mutual companies on the same 
basis and perhaps even to eliminate 
certain deductions that presently exist 
for stock companies. Currently the 
stock fire and casualty companies make 
substantial income tax payments 
whereas the mutual fire and casualty 
companies because of the deductions 
that are permitted to them, make prac- 
tically no payments. 

The mutual companies desire to avoid 
paying income tax because they claim 
they do not produce an income, in the 


proprietary sense. Moreover, there is 
probably the feeling that if the income 
tax laws were changed, it might be 
more difficult to get them back to the 
old basis after the emergency is over, 
whereas a federal premium tax might 
stand out more clearly as a pure emer- 
gency measure and could be knocked 
out at a later date. 

It may be that two separate bills will 
be introduced. 
Life Companies’ Position 

Just where the life companies will 
come out is difficult to foresee. They 
will certainly resist to the utmost any 
attempt to impose a premium tax on 
old business as well as upon new is- 
sues. Whereas the fire and casualty 
companies can adjust their rates to take 
care of a tax increase, the non-partici- 
pating life companies could not jack 
up the rates on business already in 
force for that purpose and the burden 
would be very severe. 





Knight Agency Record 


The Charles B. Knight Agency of 
New York City, general agent Union 
Central Life had a total paid for busi- 
ness for October of $1,354,483, as com- 
pared with $1,289,783 for October, 1940. 
The total paid for business for 10 
months is $15,909,542 as compared with 
$13,423,809 for the 10 months of 1940. 
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FAMILY ADVISOR 


The life insurance agent has been the advisor of 


widows and orphaned children. 


He has helped 


them conserve the assets left by an insured husband 


and father. 


He has guided them in planning their 


own financial futures. Thus he has encouraged the 
development of those ideals of American living 
which so clearly distinguish us as a nation— 
love of education, freedom of enterprise, security. 


— Masachuset Matual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


Bertrand J. Perry, President 
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War Situation Challenge 


to Agency Executives 


CINCINNATI, O.—The national de- 
fense situation has created conditions 
which challenge the resourcefulness and 
ability of every agency executive, Har- 
old R. Gordon, executive secretary 
Health & Accident Underwriters Con- 
ference, declared at the sales congress 
here of the Ohio Accident & Health 
Association. “If the challenge is to 
be met: and we are to go forward to 
greater accomplishments, it will be 
done by the better training and retrain- 
ing of our producers, even though 
fewer in number, thus servicing more 
of the public through better salesiman- 
ship and a better knowledge of our in- 
surance,” he declared. 


Must Recognize Changes 


Although the direct effects of the war 
economy may not be apparent, various 
factors such as defense mobilization, 
shortages of raw material, priorities, 
high wages, increased cost of living, 
personnel problems and_ kaleidoscopic 
changes that were undreamed of five 
years ago do produce an indirect effect 
upon the business. The alert and far- 
seeing agency supervisor should con- 
struct his future agency program with a 
full realization of the future cffect of 
these new conditions. The draft which 
has taken thousands of young men be- 
tween the ages of 21 and 28 from civi- 
lian life has reduced not only the pres- 
ent agency force, but eliminated many 
prospective agents of high caliber, espe- 
cially young men who are taken from 
colleges and institutions of higher learn- 
ing before the completion of their 
courses. Although the insurance busi- 
ness must accept this handicap as its 
part in the national defense program, 
during the course of the next five years, 
two to four million young men in their 
twenties are eliminated as_ potential 
agency material. This will necessitate 
an adjustment of agency building pro- 
grams and raises the problem of provid- 
ing ways and means of supplanting the 
temporary loss of agency material. 

Probably the most significant effect of 
the war upon agency development at the 
present time is the rising cost of living 
and the upward trend of wages in war 
industries and other businesses. Com- 
missions paid to agents are difficult if 
not impossible to adjust to an inflation- 
ary trend. While claims do not increase 
in an era of high prices, in fact being 
slightly lower, the situation does not 
justify an increase in the gross selling 
price of the product. An increase in the 
remuneration paid to the agent per pre- 
mium dollar is impossible. Unless infla- 


tionary tendencies are checked through 
the establishment of wage ceilings, the 
problem of providing adequate income 
to insurance salesmen will be a very 
perplexing one. 

Already the effect of increased wages 
in other industries has made itself felt 
in agency ranks. As an example, Mr. 
Gordon cited an agency which norm- 
ally carries from 18 to 22 men but which 
now has been reduced to seven as the 
others have been attracted by the high 
wages paid in imanufacturing plants. 
Although the business can be serviced 
by a small number of agents, the added 
expense of training new men as well as 
the physical loss of man-power in the 
development of new business creates a 
serious problem. 


Must Meet Situation 


An aggressive effort should be made 
to meet this situation, Mr. Gordon de- 
clared. It is shortsighted for a person 
to sacrifice a reasonably assured future 
to take a temporary job at higher 
wages. Many agents will realize the 
opportunity of a long time, permanent 
employment in a stable business such 
as the accident and health field, and will 
not succumb to the temptations of 
short-lived high rate income employ- 
ment. 

The shortages of raw material in 
some fields may provide an opportunity 
for securing agents from the sales per- 
sonnel of these industries. The insur- 
ance business has the advantage of not 
having a shortage of raw material, he 
said. 

Although the war situation will tend 
to reduce the number of agents in the 
field, the remaining will be better 
trained and informed salesmen, Mr. 
Gordon predicted. Training and edu- 
cation, particularly of the men coming 
into the ranks, is the keynote of agency 
building so that even with a lesser 
number of agents “we can do a better 
job for the public, increase the per 
capita production of each man in the 
field so that he may serve a greater 
number of policyholders, and, incident- 
ally, but very important to each agent, 
increase his personal income.” 

To continue production achievements 
with fewer agents and the prospect of 
no appreciable gain in number, every 
agency supervisor must devote his en- 
ergy toward a more efficient production 
of business per agency unit. This can 
only be accomplished by more intensive 
training not only for new agents, but a 
constant course of instruction for old 
men, Mr. Gordon concluded. 








Higher Qualification Needs 
Seen by Supt. Scheufler 





ST. LOUIS — Edward L. Scheufler, 
Missouri superintendent, asserted that 
he would throw the 
full force of his in- 
fluence behind an 
adequate agents 
qualification law at 
the next session of 
the Missouri legis- 
laturee He made 
this statement in 
his first public ap- 
pearance here since 
assuming the 
superintendency a 
month ago, at a 
meeting of the St. 
Louis Insurance ‘ 

Brokers Associa- walle “pont eel 

tion. An adequate qualification law 
should be on the statute books, he said, 
in order to advance the profession and 
increase the dignity of the insurance 
business. Because insurance affects hu- 
man happiness and security to such an 
extent, the business of selling it is as 
truly professional as the work of a law- 








yer, surgeon or physician. Everyone in 
the business should conduct his work 
with clients in such a way as to add to 
the dignity of the profession and ad- 
vance the standards of the business. 

Joseph F. Holland, city councillor and 
at one time chief deputy insurance 
superintendent for Missouri, paid per- 
sonal tribute to Superintendent Scheu- 
fler in a brief talk. Nobody ever scared 
him and nobody ever bought him, he 
said. He is an intelligent and forceful 
young lawyer, but not a voluble fellow. 
He will listen to 500 words for each one 
that he utters. With him in charge of 
the department no “phoney” will ever 
rise to the stature of a “friend at court,” 
Mr. Holland said. 





Wilson Named Honor Agent 


Robert T. Wilson, agent of the J. M. 
Royer agency of Penn Mutual in Chi- 
cago, was named honor agent by the 
underwriters committee on the basis of 
his record in August and throughout the 
year. He also was winner in the Sep- 
tember, 1940, “President’s Club” paid 
policy contest for new organization and 
won a three-day trip to the home office. 
He is a graduate of Lawrence College. 


That’s Why Greyhound 
Uses Postal Telegraph 





Phone* 


wer 





friendly service! 
That’s what Grey- 
hound, world’s greatest 


bus line, gives. And 


smooth, speedy friend- 
ly telegraph service is 
what Greyhound gets. 


Because Greyhound— 


like many of America’s 
smartest business firms 
—uses Postal Tele- 
graph exclusively. 

This same superior, 
economical service can 
be yours too — at any 
Postal Telegraph of- 
fice. Or — 
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NEW YORK—Conditions respecting 
the hiring of new agents have radically 
changed for the better during the last 
§0 days and should be extremely favor- 
able for the next few months according 
to William M. Rothaermel, agency vice- 
president of Pacific Mutual Life, who 
stopped off in New York in the course 
of an extensive agency tour. What has 
happened, he has found, is that while 
until comparatively recently defense in- 
dustries were hiring many men who 
would have been desirable new agents, 
today switching of production for civil- 
jan consumption to purely defense pro- 
duction has limited the need for sales- 
men and thrown many high class men 
out of work. 

As in 1933, there are many good men 
available but with this important dis- 
tinction: There is today an excellent 
market for them to sell to. The best 
plan seems to be, after recruiting these 
men and giving them a course of in- 
struction in life insurance, to plow them 
back into their own industries, as Mr. 
Rothaermel phrased it. 

It is by no means necessary to rely 
on getting good salesmen from the 
larger industries. Smaller firms as well 
are losing men who would be good life 





Replacement Plan Is 
Working Well, Jones Says 








FRANK L. JONES 


TORONTO—The committee on re- 
placement of the Life Agency Officers 
Association, Frank L. Jones, Equitable 
Society, chairman, in its report at the 
meeting here this week stated that the 
replacement plan seems to be meeting 


with the approval of the signatory com- ° 


panies. All of the companies that sub- 
Scribe to the plan are continuing it. 
There have been no withdrawals. The 
committee recommends that all of the 
companies maintain records of business 
conserved and business lost, together 
with the number of opportunities offered 
each company and including the amounts 
involved. 

Seventy companies that kept records 
reported total cases offered to other com- 
panies of 1,674 for a total of $12,737,537 
for the first eight months of this year. 

hose 70 companies received 1,474 op- 
Portunities from other companies and 
conserved 557 cases for a total of $6,- 
267,972. They lost 818 cases for a total 
of $6,456,366, 

f Seventy non-signatory companies of- 
ered 346 opportunities to other com- 
Pamies for a total of $1,416,391. They 
received 761 opportunities from other 
Companies and conserved 309 cases for 


$1,509,752. They 1 3 
328 568, y lost 446 cases for $1, 





Many High Class Salesmen 
Available to Life Agencies 


insurance agents. Here is the sort of 
thing that Mr. Rothaermel has run into: 
In Illinois, a manufacturing jeweler with 
60 employes formerly manufactured 
lodge emblems. Today he is no longer 
making lodge emblems but parts for 
range-finders. He needs no salesmen to 
sell range-finders, 

“We are beginning to feel this condi- 
tion now,” said Mr. Rothaermel. “It is 
the only time in American life insurance 
history when business has been good 
and excellent salesmen have been avail- 
able.” 


Gantz Doubling Force 


Mr. Rothmaermel said that J. M. 
Gantz, Pacific Mutual’s general agent at 
Cincinnati, who also has charge of Day- 
ton and Columbus, is recruiting excel- 
lent former salesmen at such a rate that 
he will have doubled his agency force by 
the end of the year. One favorable aspect 
that Mr. Rothaermel has noted is that 
these former salesmen are very willing 
to talk to some one in the life insurance 
business about going in as agents. Typ- 
ical fields in which salesmen are rapidly 


becoming unemployed are adding ma- 
chines, washing machines, typewriters, 
electrical supplies, roofing, plumbing 
supplies. By the end of the year the 
situation will be considerably worse than 
it is now in the sales end of these lines 
of business and in many others. He 
feels that even some advertising solicit- 
ors may be looking for new connections 
if. the paper shortage becomes suffi- 
ciently acute. 

As far as prospects for life insurance 
sales are concerned, Mr. Rothaermel 
feels that there is not only the defense 
boom but that the broadened base of 
social security will make people much 
more conscious of the need of building 
up a retirement income by the time they 
reach age 65, while the tax situation has 
emphasized the need for insurance 
enough to pay unpaid income tax in- 
stallments outstanding at the time of the 
taxpayer’s death. 





Weyer Capital Life General Agent 


A. M. Weyer, district manager at 
Spokane for Northern Life for the past 
three vears, has been appointed general 
agent for Capitol Life, with headquarters 
at Spokane and with supervision over 
eastern Washington and northern Idaho. 

Mr, Weyer, who is a past president 
of the Washington Life Underwriters 


Bill Would Make Drattees’ 
Insurance Effective at Once 
WASHINGTON — Senate bill 1935, 


which would permit life insurance ap- 
plied for by draftees to become effective 
immediately upon application, and not, 
as at present, only after payment of the 
first month’s premium, is scheduled to 
come up for hearing shortly. 

The national life insurance act, effec- 
tive Oct. 18, 1940, specified the first 
month’s premium must accompany the 
application to make the protection im- 
mediately effective. Many of those be- 
ing inducted did not have cash to pay 
the first premium on time, and had to 
wait until they received their first serv- 
ice pay. The new bill would make the 
application effective immediately and 
permit applicant to pay the initial pre- 
mium from his first month’s pay. In 
case of death in that period, the govern- 
ment would deduct the initial premium 
from pay and remit the balance to sur- 
vivors. The bill was drawn by the war 
department and has the approval of the 
United States Veterans Administration. 











Association, saw 13 years of service with 
the Northern Life at Yakima before be- 
ing advanced to the managership of the 
company’s Spokane office. 





come. 





ARE PRESENT DAY CLEAN-UP 
FUNDS ADEQUATE? 


The ordinary expenses incident to death, such as 
doctor, hospital, nurse, undertaker, lot, marker, ad- 
ministration cosis, plus current obligations are real- 
ized, to a degree at least, by the average thinking 
man when providing a clean-up fund. 


The Revenue Act of 1941 has placed another charge 
for such necessary immediate cash. This charge is 
the income tax payable for the year in which death 
occurs; also the remainder of the past year’s tax pay- 
able by installments in current year becomes due. 
Income tax for year in which death occurred is figured 
on accrual not cash basis. 
ceivable are all considered part of current year’s in- 
With the increased rate of surtax, many an 
estate will suffer unless sufficient immediate cash is 
made available for this new expense. 


Current tax trends make the sale of additional life 
insurance possible. Check your clients’ clean-up funds 
to see if they are adequate. 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 


GEORGE W. STEINMAN—President 


Columbus, Ohio 
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Argument for Disney Amendment 


ONE OF THE BEST possible arguments for 
passage of the proposed Disney amend- 
ment to the internal revenue law, which 
would exempt from federal estate tax 
life insurance earmarked to pay this tax, 
is the great amount of money that 
would be made available to the govern- 
ment immediately for investment in 
government bonds to finance the defense 
effort. The natural result of a law ex- 
empting earmarked life insurance would 
be an overwhelming rush on the part of 
wealthy persons to buy life insurance 
for this purpose. This in turn would 
permit the companies to invest a good 
share of these premiums in government 
bonds. 

President George L. Harrison of New 
York Life recently advocated tapping 
the so-called permanent investors—life 
companies, savings banks, and similan 
institutional investors and wealthy indi- 
viduals—as the next major source of 
defense financing. Mr. Harrison’s views 


were particularly interesting because he 
is not only the president of one of the 
largest life companies but was formerly 
head of the Federal Reserve Bank of 
New York and has a reputation as one 
of the outstanding authorities on finance. 
If the Disney amendment is enacted it 
will be much easier for the government 
to get the money it needs for defense fi- 
nancing if it obtains it indirectly through 
the life companies from wealthy indi- 
viduals than if it’ went to these indi- 
viduals direct. The government would 
have thousands of life insurance agents 
working for it. Instead of the govern- 
ment going to the effort of inducing 
wealthy individuals to buy defense bonds 
the life agent could offer the man of 
wealth an extremely attractive propo- 
sitioin in life insurance that would be 
free of estate tax providing it were for 
payment of taxes on the remainder of 
the estate. Many are favoring this rec- 
ommendation ardently. 


Solving the Problem of Renewals 


One of the points brought out at the 
annual convention of the National As- 
sociation of Insurance Agents was that 
local agencies, those selling fire, cas- 
ualty and general lines, have never had 
the problem of renewing business that 
life insurance has. It might seem just the 
opposite to an observer because the life 
insurance contract requires long periods 
for maturity while other coverages cus- 
tomarily are for one year. Yet it is 
because the local agency must get re- 
newal on every policy every year if it 
is to hold down overhead and make a 
profit that lapsation isn’t the serious 
problem that it is in the life insurance 
field. 

Local agencies earn the same com- 
mission each year, provided they keep 


the policy renewed. Because of this, 
they always have spent a lot of time, 
effort and thought on keeping the cus- 
tomer so satisfied he continues to do 
business with the agency. The idea of 
renewing business permeates the local 
agency. Every one is concerned and 
works on the problem, from agency 
head to bookkeeper. 

One agent who has operated a suc- 
cessful life department for several 
years suggested that life companies pay 
too much first year commission. This 
causes life agents to concentrate on the 
new sales, and to neglect renewal of 
old business. Local agency experience 
tends to confirm the belief that the 
agent will work on renewals if they 
are essential to his livelihood. 


Doing Something About a Problem 


Superintendent Lloyd of the Ohio in- 
surance department has just issued his 
annual list of insurance companies li- 
censed to do business in Ohio. This is 
not a mere list nor is the letter of trans- 
mittal accompanying it a routine report. 
Superintendent Lloyd takes his responsi- 
bilities to the citizens of Ohio seriously. 
The list is given wide distribution to the 
public, and in the letter he warns buy- 
ers not to purchase insurance from un- 
licensed companies, particularly “mail 
order insurance houses.” 

Each year, he points out, unlicensed 
companies sell Ohioans “hundreds of 


thousands of dollars worth of insurance 
contracts of dubious value, making the 
sale entirely by mail. In writing you 
and enlisting your cooperation against 
these outfits, I am appealing to you to 
assist the insurance department in a pub- 
lic service which likewise affects your 
own personal prosperity.” Ohio cannot 
reach into another state to stop these 
companies from soliciting Ohio residents 
through the mails, he said, but “we can 
warn Ohio residents against them and 
we have a duty so to do. We ask you 
to join in spreading this warnng.” 

In addition to the list of authorized 


companies the Ohio department has 
compiled lists of unauthorized companies 
soliciting in Ohio by mail and this Su- 
perintendent Lloyd offers to forward on 
request. 

He points out that every person who 
buys a policy in Ohio can make certain 
of maximum protection by taking two 


simple precautions: first, he should al. 
ways insist upon buying insurance from q 
licensed agent or solicitor, and, second, 
should make sure that the company jp 
which he buys is licensed in the state, 
This kind of public service in insurance 
matters reflects great credit on a fine 
insurance department administration, 








PERSONAL SIDE OF THE BUSINESS 





E. B. Fuller, vice-president Loyal Pro- 
tective Life, after attending the Accident 
& Health Week general committee meet- 
ing in Cincinnati last week, started out 
on an agency tour which will take him 
to Portland, Ore., before he returns to 
Boston. 

Dr. B. T. D. Schwarz, medical direc- 
tor Bankers National Life of Montclair, 
N. J., was elected lieutenant-governor of 
the metropolitan division of the Kiwanis 
Clubs at the convention held in Atlantic 
City. Fourteen clubs comprise the metro- 
volitan division. Dr. Schwartz is pres- 
ident of the Jersey City club. 

Edward B. Raub, president of In- 
dianapolis Life, scored a_ hole-in-one 
while playing golf at Willow Springs 
Country Club in San Antonio. Those 
who were playing with him and who 
supported him during his period of shock 
were Albert H. Kahler, second vice- 
president of Indianapolis Life, and Edgar 
Russell, associate general agent at San 
Antonio, 

Harold P. Morgan, assistant general 
agent in the Hays & Bradstreet agency 
of New England Mutual Life, Los An- 
geles, has just celebrated his 25th an- 
niversary in life insurance. His asso- 
ciates presented him 26 applications 
totaling $174,500 and a pen desk set. 

Harry Newman, who served in a 
very brilliant way during the depression 
as managing director of Union Central 
Life, in making farm sales, has become 
editor and publisher of the Kansas City 
“Journal.” He represented interests that 
purchased the paper from the Henry L. 
Doherty estate. 

Vice-president L. P. Gregory has been 
awarded a 30-year service medallion for 
his service with Reliance Life, which he 
joined in 1911. His first title was super- 
intendent of the disability department. 
He was elected accident secretary in 


1914, vice-president in 1926, and a direc- 
tor in 1935. He started his insurance 
career with United States Casualty 


shortly after graduation from Cornell in 
1901. 

James B. Borton, with the C. E. Clee- 
ton agency of Occidental Life in Los 
Angeles for 20 years, is in a San Ber- 
nardino, Cal., hospital, suffering from 
serious injuries received in an automo- 
bile accident near there. He sustained 
a broken back, broken leg and a broken 
shoulder. He will be removed to the 
U. S. Veterans Hospital and probably 
will be confined to that institution for 
at least six months. 

On his way back to New York after 
speaking at the public relations dinner 
in Richmond, sponsored by the Life 
Agency Managers, and Richmond 
C.L.U. chapter, Holgar J. Johnson, 
president of the Institute of Life In- 
surance, stopped in Charlottesville, Va., 
to see C. G. Taylor, Jr., second vice- 
president of Metropolitan Life, who is 





still in a hospital there under treatment 
for severe injuries suffered in an acgj- 
dent on his farm while operating a 
tractor. Mr. Johnson was accompanied 
to Richmond by his brother, Eric G, 
Johnson, vice-president of Penn Mu- 
tual. 

Blair Hess of Lewistown, Pa. a 
member of the Slick agency of Relj- 
ance Life, suffered a fractured hip when 
his automobile was crowded off the 
road and wrecked. 


Walter M. Ivey was honored for his 
25 years of service as manager of Mon- 
arch Life in Pittsburgh at a banquet and 
dance Nov. 1. The anniversary program 
also included a luncheon and an agency 
meeting. Clyde W. Yourg, president of 
Monarch Life, presented Mr. and Mrs, 
Ivey a set of silver serving trays. Other 
home office officials present included F. 
S. Vanderbrouk, executive vice-president; 
Col. J. W. Blunt, vice-president; Francis 
L. Merritt, vice-president and agency 
manager, and Alan W. Crowell, assist- 
ant agency director, 

W. K. Niemann, Des Moines general 
agent of Bankers Life of Iowa, has been 
appointed Iowa chairman for the cele- 
bration of President Roosevelt’s birth- 
day Jan. 30. He will go to Washington 
for a meeting Dec. 2 with other state 
chairmen of the infantile paralysis drive. 

E. T. Starbuck, brokerage manager of 
the Bankers Life of Des Moines in San 
Francisco, was the model for the Oct. 
18 “Saturday Evening Post” cover il- 
lustration. Mr. Starbuck officiates in the 
east-west Shrine football game in San 
Francisco every year as well as in the 
Pacific Coast and Far Western confer- 
ences. 

Gen. C. R. Boardman, president of 
the Wisconsin National Life of Osh- 
kosh, Wis., observed his 81st birthday 
anniversary by appearing at his desk as 
usual. Associates presented him flowers 
and he received many expressions of 
congratulations and good will from a 
host of friends. 


DEATHS 


H. Wibirt Spence, 67, who retired in 
1938 as western Michigan manager 0 
Mutual Life, died at his home in Grand 
Rapids after three months illness. He 
had been with Mutual Life virtually 
throughout his business career, having 
started with the company in Buffalo, N. 
Y., his birthplace. He was transferred 
to Grand Rapids 34 years ago and then 

- was moved to Detroit, where he served 
for 20 years, returning to Grand Rapids 
in 1926. During much of this time he 
was state manager, while retaining im- 
mediate supervision of the Grand Rap- 
ids territory. When the state was di- 
vided in 1926 he became manager of 
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“He’s impressing people with the fact that he sells policies tailored to his pros- 


pects’ needs!” 








the western section with headquarters 
in Grand Rapids. He was active in as- 
sociation affairs, both local and national. 

John R. Shindel, 66, director of Union 
Central and counsel for Phoenix Mu- 
tual, Lincoln National, Connecticut 
General and Midland Mutual, died at 
his home in Cincinnati. 

Maurice V. Peasley, 49, vice-presi- 
dent and secretary of Bankers Mutual 
Life, died at Freeport, Ill. Mr. Peasley 
was in the investment banking business 
in Chicago for a number of years and 
in 1933 joined Bankers Mutual. He 
was born in Bloomington and began his 
business career with a mail order 
house in Chicago. In 1915 he joined 
the army and saw service on the Mex!- 
can border and in the world war. 

Bernard F. Doyle, 36, associate editor 
of the “Insurance Index,” Louisville, 
was injured fatally there when struck by 
an automobile. Mr. Doyle was with the 
publication eight years and traveled 
widely, visiting home offices and attend- 
ing conventions. 

Fred W. Smith, well known local 
agent at Toledo, O., conducting his 
business under his own name, dropped 
dead on his estate near that city Mon- 
day. He was general agent of Con- 
tinental Casualty and Continental As- 
surance of Chicago in northwest Ohio. 
He had been associated with the Con- 
tinental Casualty for about 25 years. 

E. A. Ford, 69, district manager of 
Kentucky Central Life & Accident, with 
which he had been associated 35 years, 
died at his home in Louisville after sev- 
eral months’ illness. 





SALARIED OPPORTUNITY 


ARE. YOU... << a successful life insur- 
ance producer? ..... between 28 and 
SBF 6c are'e ambitious to manage your own 
SSUEGT «6 6 ts willmg to gain your 
~~ in prosperous Washington, 


If you say “Yes”, then you should learn 
more about the for 

Manager in a well-known aaah East- 
ern company—full level premium reserve 
basis—complete kit of working tools. 

S and Commissions. Inquiries con- 
fidential. Give full qualifications in first 
letter. 

Box O-46, The National Underwriter, 
175 W. Jackson Blvd., Chicago, II. 














President of Texas Life 


Underwriters Group Dies 


H. B. Wernette, 43, president Texas 
Association of Life Underwriters, died 
at his home in 
Corpus Christi, 
Tex., from a heart 
attack. Mr. Wer- 
nette signed a 
contract with the 
National Life & 
Accident before 
attaining his ma- 
jority, starting on 
a debit under Man- 
ager A. B. Craw- 
ford, in San An- 
tonio. More than 
10 years ago he 
was appointed 
manager of district 
two in San Antonio, later being trans- 
ferred to Corpus Christi, where he has 
been manager in the most rapidly de- 
veloping territory in the company’s 
field. 

Mr. Wernette was past president of 
the Corpus Christi Association of Life 
Underwriters. He was also active in 
community and fraternal work. 

A brother, E. J. Wernette, is man- 
ager of National L. & A. at San 
Antonio, and another brother, R. C. 
Wernette, is home office field represen- 
tative of Reliable Life of St. Louis. 





H. B. Wernette 








Southern California Caravan 


LOS ANGELES—The southern Cal- 
ifornia caravan of the Life Underwriters 
Association of Los Angeles, with H. P. 
Morgan of the Hays & Bradstreet 
agency of New England Mutual Life 
as chairman, will make its first pil- 
grimage of the year to San Diego, 
Nov. 11. 

Speakers will be M. I. Scott, of Scott- 
Foster Co., on “Business Insurance”; 
H. C. Chaney, New England Mutual, 
“Finding the Day’s Market”; H. W. 
Persons, Mutual Life, “The Life Insur- 
ance Man’s Place in the Community,” 
H. R. Van Cleave, Massachusetts Mu- 
tual, “Taking the Dips Out of Pro- 
duction.” 

Harold G. Saul, John Hancock, pres- 
ident California association; Roy Ray 
Roberts, general agent of the State Mu- 
tual, National association trustee, and 





C. E, Cleeton, Occidental Life, presi- 
dent Los Angeles association, will talk 
on association activities. 





Chicago Chapter’s Fall Party 


The Chicago C. L. U. held its fall 
party with attendance of about 100., R. 
J. Curry, Aetna Life, arrangements 
chairman, was master-of-ceremonies dur- 
ing the program, which included a skit 
by W. N. Hiller, president Chicago As- 
sociation of Life Underwriters, and 
Louis Behr, Equitable Society, and a 
talk by H. T. Wright, immediate past 
president National Association of Life 
Underwriters. 

The 12 Chicago life agents who this 
year received the C. U. designation 
were introduced by President J. D. Moy- 
nahan of the American Society of C. L. 
U. They were: D. K. Alford, Pruden- 
tial; A. M. Bloom, Joseph Blumberg, 
T. E. Cherry, W. J. Frisbie and D. E. 
Trump, Metropolitan; E. E. Enoch, Con- 
necticut General; L. Kluss, E. S. Hewitt 









= Associates; C. M. Letton, Mutual of 

N. Ya OW. MacNamee, Equitable 
Society; R. C. Whitney, Connecticut 
Mutual, and L. M. Bohlig, Equitable 
Society. 


Prudential 90% Signed Up 


Ninety per cent of Prudential’s per- 
sonnel, numbering 30,000, have enrolled 
under a plan for continued systematic 
purchase of defense bonds. In many 
cities Prudential offices report 100 per- 
cent subscriptions. 


Jack V. Clark of Texarkana, manager 
of Aetna Life for southwest Arkansas, 
has achieved the unusual distinction of 
being what is known as a “quick quali- 
fier” with his company, by reason of 
having qualified for attendance at the 
next sales convention in one-half the 
time allotted for the job. He is the first 
Aetna Life man in Arkansas to accom- 
plish this feat, and is among the first 20 
in the entire force throughout the coun- 
try to be a “quick qualifier.” 








company. 


needs.” 


Home Office 





“I should be glad to encourage you to make an investi- 
gation of other companies, were it not that I know the 
needless job I'd be wishing on you. More than 50 legal 
reserve companies are writing life insurance in Texas, 
all of them under the constant scrutiny of our Insurance 
Department. The fact that my company is licensed to 
operate in this state proves that the requirements of the 
state’s laws and of the Insurance Department have been 
met. No company that isn’t absolutely safe is permitted 
to do business here, and it is the sole purpose of the reg- 
ulations to make it impossible for you to pick a bad 


“What you really are after is not a headful of figures 
and statistics, but a policy that will protect you and your 
family. Through my company, the Great Southern Life, 
I can offer you that policy, tailored to your own personal 


—From a presentation by a typical Great Southerner 
who holds his own company high, but who believes so 
completely in the institution of life insurance that to him 
all companies are reputable. 


WE NEED MORE MEN LIKE HIM! 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


Houston, Texas 
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Ohio National 
Policyholders O. K. 


Mutualization 


CINCINNATI — Policyholders of 
Ohio National Life voted overwhelm- 
ingly in favor of mutualization at a 
special . policyholders’ meeting con- 
ducted by John A. Lloyd, Ohio super- 
intendent, held at the head office. 

Following an explanation of the mu- 
tualization procedure by Mr. Lloyd, a 
ballot was taken. According to a pre- 
liminary check, it was found that 14,234 
policyholders had voted for the plan 
and 2,687 were opposed. The vote was 
taken under the supervision of the Ohio 
department, as provided by the Ohio 
mutualization law and the official count 
will be certified to the superintendent 
and to the company by the duly ap- 
pointed inspectors within a few days. 

The directors approved the plan last 
June and the stockholders approved it 
July 30. Thus there remains only the 
fourth step as provided by the Ohio 
law, namely approval by the insurance 
department before the plan becomes ef- 
fective. 

There are two suits pending in op- 
position to the Ohio National program, 
and Ohio National will not make any 
disbursements in furtherance of mutual- 
“a until that litigation is disposed 
of. 


American Home Denied License 


LITTLE ROCK — Pending circuit 
court action on a mandamus petition to 
be filed on behalf of the proposed 
American Home Life, to which Com- 
missioner Graves has denied license, the 
controversy relative to reinsurance of 
business of the former Home Life of 
Arkansas will continue. That business 


was taken over by Central States Life 
of St. Louis, also now out of business. 
Former Commissioner U. A. Gentry, 
counsel of the proposed company, said 
it intends to bid for the former Home 
Life policies and assets, which Central 
States Life, according to terms of the 
1931 reinsurance contract, was to keep 
segregated. The proposed American 
Home Life does not propose new writ- 
ing. 
Circuit Judge Auten ruled the pro- 
posed company could not offer a bid 
until it has secured license. The court 
indicated, however, that consideration 
will be given the mandamus petition. 





Des Moines Suit Is Stayed 


DES MOINES—District Judge Hal- 
loran ordered Lahan Ryan, Des Moines 
attorney, to show within 15 days his 
right and authority to bring suit in the 
name of the state against National Life 
of Des Moines, asking for a receiver, 
or the suit will be dismissed. This ac- 
tion was taken on motion of Attorney- 
general Rankin. The suit was filed 
without the express permission of the 
attorney-general’s office, although in the 
name of the state. 





To Hear Reinsurance Case Dec. 10 


DES MOINES — Arguments on the 
writ of certiorari granted by the UV. S. 
Supreme Court will be presented before 
that tribunal Dec. 10 in the case of the 
Iowa insurance department on the $3,- 
600,000 securities deposited by the for- 
mer American Life of Des Moines. 

The case was originally set for Nov. 
10 but changed to a month later in order 
to allow attorneys to have more time in 
preparing their arguments which will be 
confined to the jurisdiction question 
only, 

Commissioner Fischer of Iowa orig- 
inally brought the suit in federal court 
in Iowa seeking the right to administer 





Gain Additional Recognition 








JOHN S. THOMPSON 


John S. Thompson, vice-president and 
mathematician of Mutual Benefit Life, 
has _ been elected a director, and Milo 
W. Wilder Jr., treasurer, has been named 
vice-president as well. 

Mr. Thompson, who has been vice- 
president and mathematician since 1927, 
has long been prominent in insurance 
and actuarial societies in this country and 
abroad. He is a past president of the 
Actuarial Society of America and is a 
fellow of the American Institute of Ac- 
tuaries, of the Casualty Actuarial So- 
ciety, of the Institute of Actuaries of 
Great Britain and of the Faculty of Ac- 
tuaries in Scotland: . 

He has been since 1937 one of the 





MILO W. WILDER, JR. 


three members of the board of actuaries 
of the U, S. Civil Service Retirement 
& Disability Fund. From 1937 to 1939, 
he was vice-president and from 1939 to 
1940 president of the Insurance Institute 
of America. 

He is secretary of the Medical Service 
Administration, a non-profit corporation 
sponsored by the Medical Society of New 
Jersey to promote a more satisfactory 
distribution of medical care among those 
with small incomes. 

Mr. Wilder became associated with 
the company in 1897. In 1919 he was 
appointed assistant treasurer and in 1927 
was elected treasurer. His service has 
been chiefly in the financial operations. 


the securities “for the benefit of the pol- 
icyholders” of the former Des Moines 
company which had been reinsured by 
the American Life of Detroit which in 
turn was taken over by the United 
American Life. 


Church Life Capital Increase 


The directors of the Church Life of 
New York recommend that the capital 
be increased from $100,000 to $250,000 
by declaring a stock dividend. The di- 
rectors approved the increase in annuity 
rates effective Jan. 1, so as to place them 
on a 2% percent reserve basis instead 
of 3 percent as at present. The assets of 
the company now are about $6,500,000 
and it has insurance in force of over 
$27,000,000. 


National Reserve Pays Dividend 


National Reserve Life has declared a 
3 percent dividend to stockholders of 
record Oct. 18, payable Nov. 1. This 
payment is the second of the year, a 6 
percent dividend having been paid in 
February, making a total of 9 percent 
for 1941, the same amount paid in 1940. 





To Become American Farmers 


Steps have been taken by the South- 
western Insurance Company of Phoenix, 


November 7, 194 
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Ariz., which operates under the benefit 
corporation law of 1937, to change its 
name to American Farmers. Members 
were to vote on the change at a Meeting 
Nov. 5. Southwestern was formerly 
located in Los Angeles operating under 
the chapter 9 law of California and 
later moved to Phoenix. The opera. 


tions are in charge of Mike O'Sullivan 





Equitable of Iowa Promotions 


Peter McIntosh, auditor of the Equi- 
table Life of Des Moines, has been made 
comptroller and H. H. Hatcher, aggjs. 
tant auditor, becomes auditor. \; 
McIntosh was educated and trained jn 
Scotland and came to this country jp 
1915. He went with the Equitable as q 
clerk in the auditing section. He was 
elected assistant secretary in 1930 and 
in June, 1938, auditor. Mr. Hatcher has 
been with the company 22 years, 





Huey Is Agency Secretary 


Burkett W. Huey has been named 
agency secretary of Provident Life of 
Bismarck, N. D., to succeed Fred Mon. 
ley who has joined Sales Research 
Bureau. Mr. Huey has been in charge 
of the policyholders service department 
for Provident Life a number of years, 
Mr. Monley joined the company eight 
years ago. 





“WE BELIEVE” 


The function of a life insurance 


company ts to do two things— 


pay bills and replace income. 


Occidental policies are designed 
to do both — better! 


FOR FURTHER INFORMATION WRITE TO 
V. H. Jenkins, Vice President 


OCCIDENTAL LIFE 


INSURANCE COMPANY OF CALIFORNIA 


LOS ANGELES 
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LIFE AGENCY CHANGES 





Bankers Life Alters 
Setup in Chicago 


Howard E. English, district manager 
of Reliance Life in Chicago, associated 
with Manager W. C. Peck of the Illinois 
department branch office, has resigned 
and been appointed general agent in Chi- 
ago by Bankers Life of Nebraska to 
take over the Pilkington & Giese 
agency. ; 

T, F. Lawrence, for many years Chi- 
cago manager of Reliance Life and later 





THOMAS F. 
LAWRENCE 
Agency Adviser 


HOWARD E. 
ENGLISH 
General Agent 


president of Life of Detroit, is going 
with Mr. English as agency adviser. He 
drafted Mr. English into the business in 
1932 and trained him, Mr. Lawrence is 
a veteran life insurance salesman, who 
years ago was vice-president of the old 
Missouri State Life in charge of agen- 
cies before going to Chicago with Reli- 
ance Life. 

Mr. English, before joining Reliance 
Life, for 11 years was in sales promotion 
and advertising work with a large de- 
partment store chain operating nation- 
ally. He is a native of Joliet, Ill. He 
became a successful agent with Reliance 
Life, producing about $250,000 annually. 

C. H. Heyl, director of agencies, was 
in Chicago this week superintending the 
change. The plans call for intensive de- 
velopment of the field, and especially of 
brokerage business. In this connection, 
Mr. Lawrence, who has made many 
friends among Chicago life men and 
general insurance brokers over the years, 
will interest himself primarily in devel- 
opment of brokerage business. 

Bankers Life of Nebraska, while it has 
complete ordinary, endowment, juvenile 
and annuity facilities and has maintained 
an Office in Chicago for about 40 years, 
never has made a serious effort to go 
out after brokerage. 

It initiated an expansion program else- 
where some time ago which has resulted 
in a very substantial increase in new 
business this year. 


National L. & A. Names Two 
Managers in Akron Area 


National Life & Accident has di- 
vided its Akron office into two dis- 
tricts, following appointment of R. E. 
Musto, former Akron manager, to east- 
etn territorial manager with headquar- 
ters at the home office. 

E. S. Wendell and E. P. Wade 
have been appointed managers for the 
two Akron districts. Mr. Wendell was 
formerly superintendent at Mansfield, 
0, and Mr. Wade was superintendent 
in the Akron district. Both Mr. Wen- 
dell and Mr. Wade started as agents 
with National Life & Accident about 
mine years ago and were promoted to 
Superintendents at the same time 7% 
years ago. 

R. H. Parsons has been appointed 
Superintendent at Mansfield, O., suc- 
ceeding Mr. Wendell. 


Ferrel Is Asheville Supervisor 


W. E. Ferrel, Jr., has been appointed 
agency supervisor of the Hilliard 
agency of Reliance Life in Asheville, 

. He started in life insurance in 
1932 but was away from it for a time 


in charge of the office of the Hospital 
Care Association in Asheville. 


Franklin Life Names 
Three General Agents 


Franklin Life has appointed Carl Cur- 
tis as new general agent in Florida. Of 
proved life insurance ability, Mr. Curtis 
has had successful selling experience, 
also, outside the life insurance field. 

A. T. Little, who has just resigned his 
commission in the army, will join the 
company in Tennessee, where he will de- 
velop a general agency and resume ac- 
tivities as a personal producer. 

P. H. Mallory becomes general agent 
in Alabama, with headquarters in Birm- 
ingham. 








Allen Named General Agent 


Paul T. Allen, proprietor of Paul T. 
Allen Co., Erie, Pa., has been appointed 
general agent of Lincoln National Life 
there. Mr. Allen has operated his 
agency for 10 years and is serving his 
second four-year term as insurance ad- 


viser for Erie county. He has lived in 
Erie all his life and has been active in 
political work, 





Cleveland Resigns as Manager 


Charles S. Cleveland, recently ap- 
pointed Newark manager of Continental 
American Life, has resigned and re- 
turned to the Newark agency of Mu- 
tual Life as supervising assistant. 





C. L. Aronson has been named agency 
supervisor of the downtown Minneapolis 
agency of North American Life & Casu- 
alty under C. Osterberg, manager. 








MANAGERS 





Adams Is Portland Speaker 


John N. Adams, general agent Aetna 
Life, addressed the Life Managers As- 
sociation of Portland, Ore., on “Specific 
Markets for Life Insurance Sales in 
Portland Today.” 





Zimmerman to Speak in Newark 


At a luncheon meeting of the Life 
Supervisors Association of Northern 


New Jersey in Newark, Nov. 18, C. J. 
Zimmerman, former president of the 
National Association of Life Under- 
writers and former Newark general 
agent of Connecticut Mutual Life, now 
in Chicago, will speak on “Agency 
Building.” It is planned to invite all of 
the general agents and managers in 
Newark. 





Plan Leading Producers Dinner 


The Toledo Life Managers Associa- 
tion is planning a dinner to honor lead- 
ing producers, to be held early in Jan- 
uary. Moore, Bankers Life of 
Iowa, is general chairman. 





The Newark Life Cashiers Association 
will meet Nov. 26. The annual meeting 
will be in January. 





Miss Mable E. Thomas, cashier or 
assistant cashier of the Van Vliet 
agency of Prudential in Newark for 22 
years, has retired. She was tendered a 
dinner and presented a number of gifts 
from her associates in the agency. E. N. 
Van Vliet and Theodore Keer, formerly 
one of the managers of the agency but 
now retired, made brief addresses. 
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ASSOCIATIONS 





St. Louis to Stage 
All-Agent Congress 


ST. LOUIS—Some 36 life agents are 
scheduled to participate in the all-agents 
sales congress to be staged here Nov. 2 
under the joint auspices of the Life Un- 
derwriters Association of St. Louis and 
the General Agents and Managers Asso- 
ciation. , 

Arthur C. Miller, general agent Union 
Central Life and president of the Gen- 
eral Agents and Managers Association, 
is program chairman. George H. Means, 
manager Metropolitan Life, is sales con- 
gress chairman, and Clarence H. Poin- 
dexter, manager Northwestern Mutual 
Life, is co-chairman. 

Robert C. Newman, New England 
Mutual Life million dollar producer, will 
speak on “My Life Insurance Selling 
Observations.” 

A telephone skit will be staged by Sam 
Morris and Harry C, Fischer, Connecti- 
cut Mutual Life, entitled “Securing Ap- 
pointments by Telephone.” 

Leon Reichenberg, Metropolitan Life, 
will discuss “Taking the Pulse of the 
Prospect.” 

There will be five or six panel discus- 
sions on various subjects. 


Canadian Association Growing 
TORONTO — According to C. E. 


Bissell, chairman of the membership 
committee, membership in the Life Un- 
derwriters Association of Canada shows 
a 20 percent increase when compared 
with the same date a year ago, and now 
stands at 2,689. 

Renewals of old members are on a 
parity with last year, Mr. Bissell re- 
ports, but there are almost 900 new 
members compared with 414 at this time 
a year ago. 


To Hold Alabama Mid-Year 
BIRMINGHAM, ALA. — H. Martin 


Nunnelley, president Alabama Associa- 
tion of Life Underwriters, announces 
that a mid-year meeting will be held at 
the Jefferson Davis Hotel, Montgomery, 
Dec. 4. This will be the first mid-year 
meeting of the association. At least two 
nationally known speakers. will be 
scheduled. 


Institute Sessions in Wisconsin 


The Life Insurance Underwriters In- 
stitute, sponsored by the Wisconsin 
state board of vocational and adult edu- 
cation in cooperation with the Wiscon- 
sin Association of Life Underwriters, 
held a session at Rice Lake, Wis. Er- 


bin Harenburg, Eau Claire, itinerant 
insurance instructor, was in charge. 
Others who spoke included 


Boughton, Wausau; Lenard Moran, Su- 
perior, Wis., and Howard Hoene, Du- 
luth, Minn. Subjects were prospecting, 
approaching and closing, simplified pro- 
gramming, social security and life in- 
surance. 

Mr. Harenburg also will conduct life 
insurance classes in Sheboygan, Wis., 
covering the fundamentals of life un- 
derwriting and also advanced subjects 
leading to the C.L.U. degree. 


Wallis Addresses Delaware Group 


M. R. Wallis, Philadelphia general 
agent of Equitable of Iowa, emphasized 
the need for constant study of life in- 
surance before the Delaware Association 
of Life Underwriters. He pointed out 
there is no such thing as graduation 
from this training. He said that the ten- 
dency toward group purchases through 
pension trusts and salary deduction 
plans is tending to narrow the market 
for the average underwriter. He urged 
the agents to undertake the advanced 
training necessary to develop their nor- 
mal market more effectively and to di- 
rect their efforts toward the group in- 
surance and pension fields. 

D. Collins, Jr., chairman of the 


educational committee, announced a se- 
ries of lectures to begin Nov. 13 and 
continuing for 12 weeks, covering the 
field of sales, estate analysis, and estate 
planning. 


Accountant Speaks in Cincinnati 


CINCINNATI—“The Need for Busi- 
ness Insurance as the Accountant Sees 
It” will be the subject of the meeting 
of the Cincinnati Life Underwriters As- 
sociation Nov. 14. George S. Olive, vice- 
president of the National Institute of 
Certified Public Accountants, will be the 
speaker. In line with the association’s 
policy of public relations, all local ac- 
countants will be invited. 


Akron, 0.—Over 50 life men are par- 
ticipating under the direction of R. P. 
Fitch, president, and C. S. Bateson, agent 
of the Life of Virginia, general chair- 
man of the committee, in selling defense 
bonds. Intensive work will be done 
among the eligible industries of the 
city of which there are 120. 

Toledo, 0.—Caleb York has been named 
chairman of the defense savings bond 
committee. 

San Francisco—Women members held 
a luncheon meeting Nov. 6 with Mrs. 
Stella Gibbs, California-Western States 
Life, as chairman. This was the first 
in a series of meetings to be devoted to 
a discussion of health, mental attitude, 
working hours generally, and_ specifi- 
cally the sale of life insurance. Consid- 
erable time was devoted to how to 
answer the prospect who says: “I am 
putting all my savings into defense sav- 
ings bonds.” 

San Antonio, Tex.—At a directors meet- 
ing Bruce Veazey, manager Indianapolis 
Life, was elected vice-president to suc- 
ceed O. L. Butler, who became president, 
succeeding Harlan H. Winn, transferred 
by the Travelers to Jacksonville, Fla. 
F. Tyler Bates was elected a director to 
succeed G. V. Jackson, resigned. 

Minneapolis — More than ‘200 attended 
a two-day “sales tonic’ course put on by 
W. B. Burruss. 

Fifty members, all experts in the in- 
dustrial group insurance plans, have 
volunteered to sell defense savings bonds 
to at least 300 of the largest firms of the 
city. The same mechanism employed in 
providing group life insurance to em- 
ployes is being utilized by these men to 
sell defense bonds. 

Tennessee—W. T. Buckner of Memphis, 
president, has announced standing com- 
mittees. Former President Terry Archer, 
Chattanooga, heads the committee to 
plan for the annual sales congress for 
1942. B. H. Odom, Chattanooga, is chair- 
man of the state extension committee. 

Jackson, Tenn.—Donald Lake, Mem- 
phis, spoke Friday night... President H. 
L. DeMent presided. 

Chattanooga, Tenn. For the _ third 
term the association is sponsoring a life 
insurance class at the city vocational 
school. The class meets each Monday 
night, and is taught by Leland Dag- 
goner, a C. L. U., who also taught the 
two previous classes. 

Bart Leiper, Provident Life & Acci- 
dent, is chairman of the association’s 
educational committee. 

Columbus, 0.—A seminar will be held 
Nov. 13. John H. Winters, Mutual Life, 
is chairman. Among the speakers will 
be Willard Morris of Columbus, leading 
writer of Ohio State Life. 


Kalamazoo, Mich.— New officers are 
Ralph Richardson, Penn Mutual, presi- 
dent; Laurence Ralph, John Hancock Mu- 
tual, vice-president, and L. M. Wear, 
Prudential, secretary and treasurer. The 
group was addressed by Charles A. Ma- 
cauley, Michigan state agent for John 
Hancock. 

Birmingham, Ala.— Paul Speicher, 
R. & R. Service, will speak Nov. 10 on 
educational phases of life insurance 
selling. 

Northern New Jersey—J. Elliott Hall, 
Newark general agent of Penn Mutual 
Life, speaks Nov. 13 on “Life Insurance 
in These Times.” 

Rochester, N. Y.—John A. Witherspoon, 
president of the National association, 
spent a busy day here. Local associa- 














tion officers and Rochester members of 
the state and national committees were 
hosts at a breakfast meeting. He spoke 
before an open meeting of the local as- 
sociation at a luncheon, and in the eve- 


1—Low cost protection at less than 
term rates. 

2—Selection of any renewal period 
(not less than five). 


| 
| 
B 
| 
| 


ning addressed a meeting of the Roches- 
ter Life Managers Association. 


St. Paul—‘‘Sequence in Life Underwrit- Seattle—John T. McCay, manager of 
ing” was discussed by Robert E. Shay, Dominion Life at Vancouver, will Speak 


St. Paul-Minneapolis manager of Bank- Noy, 14. 


ers Life of Des Moines. 
Washington, Pa.—Kenneth W. Conrey, 
San Francisco Defense 
Bond Campaign Starts 


general agent Penn Mutual, Pittsburgh, 
will speak Nov. 12. 

Butler, Pa.—B. A. Schauer, unit super- 
visor of Penn Mutual in Pittsburgh, will 

SAN FRANCISCO—More than 259 

life underwriters attended the “kick-off” 

meeting here for the sale of Defense 

Savings Bonds. U. S. Treasury Depart- 


speak Nov. 14. } 
Springfield, J. Budinger, Chi- 

ment officials, labor leaders and city off- 

cials pledged their aid. 


of the committee, told details of the 
plan. 

















cago general agent Franklin Life, ana- 
lyzed the importance of fundamentals of 
selling life insurance from aé_e6 sales 
standpoint and gave concrete illustra- 
tions from his experience. 

Johnstown, Pa.—More than 175 at- 
tended the annual sales congress. The 
principal address was delivered by John 
A. Witherspoon, president of the Na- 
tional association. Other speakers were 


H. A. Hedges, secretary of the National rer 
pease ee A. TH. ectenhers. Mutual ti ena McKenna, all Con- 
Benefit Life, Grand Rapids, Mich.; Kari “¢ntal ‘Assurance, area Chairman, Nels 
H. Kreder, manager Metropolitan Life, J. Nelson, manager Reliance Life and 
Pittsburgh, and Sidney Wertimer, Pru- EF. J; Van Straien, :C. Eb. U., general 
dential, Buffalo. agent, Massachusetts Mutual Life, co- 
Oklahoma City—The spotlight was chairmen, San Francisco district, pre- 


sided. 

Treasury officials explained the plan 
for handling sale of the bonds through 
salary deduction. H. Kenneth Cassidy, 
general agent Pacific Mutual Life, re- 
gional chairman, and Kelloge Van 
Winkle, Los Angeles, manager Equi- 


turned on the 125 life men who had 
pledged ‘one day a month to the selling 
of defense bonds and stamps, at the 
kick-off breakfast which launched the 
movement. Leading business men of the 
city were invited to the breakfast to 
hear speakers explain the campaign. 
C. C. Day, Pacific Mutual Life, chairman 





Our New 
ARROW of GOLD POLICY 


Provides — 





times until age 60. 


4—Final renewal tc age 70 (selection { 
period ends at age 60). | 


5—Conversion privileges any time un- | 


3—Renewal privileges any number of 
| til age 70. 


A liberal, flexible, low cost contract. Extraordinary | 
first year commissions and renewals. | 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 


Exceptional General Agency contracts in the states of Illinois, 
lowa. Indiana, Ohio, Missouri and Kansas 
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table 
spoke. , 

A suggested sales presentation was 
outlined by Harry N. Lyon, Fidelity 
Mutual Life, chairman Quarter Million 
Round Table. A complete outline of 
sales material was presented by C. W. 
Peterson, John Hancock Mutual Life. 
The use of sales kits prepared by the 
West Coast Life was explained by V. T. 
Motschenbacher, manager Sun Life. An 
explanation of the assignment of 1,300 
firms upon which agents are to call was 
given by R. J. Shipley, general agent 
Northwestern Mutual. Methods of re- 
porting, records, etc., were outlined by 
p. G. Young, manager Metropolitan 
Life. 

Prior to the meeting a luncheon was 
held by Mr. McKenna, as area chair- 
man, with the representatives of other 
local associations in northern California. 

s meeting was addressed by Mr. 
Cassidy and Mr. Van Winkle. 


Society, California chairman, 





More Suits Against Caminetti 


LOS ANGELES—B. F. Arrington, 
secretary of the Medical Surgical Insti- 
tute of Los Angeles, has filed a suit for 
injunction to prevent the Commissioner 
Caminetti from compelling the institute 
to comply with the provisions of the 
California insurance code. His allega- 
tions are practically identical with those 
in the suit brought by the Local 
Order of Moose. 

J. D. Neufield, as secretary of the 
Los Angeles Beneficial Society, filed 
an action of exactly similar import and 
almost identical wording. The Medical 
Surgical Institute and the Los Angeles 
Beneficial occupy the same building. 
Secretary Neufield was at one time in 
the agency force of the Physicians Life, 
now in the hands of Judge Caminetti as 
conservator. 





Mrs. Eva Boaz, chief clerk in the Los 
Angeles office of the California depart- 
ment has returned to her desk on a 
part-time basis, following her recovery 
from injuries received in an automobile 
collision last July. 


INDUSTRIAL 


N. Y. Labor Board Holds Hearing 
NEW YORK—The state labor rela- 


tions board is holding a hearing this 
week with a view to determining 
whether the CIO industrial agents 
union should be certified as sole collec- 
tive bargaining agent for Metropolitan 
Life agents in the five boroughs of New 
York City and the adjoining counties of 
Westchester, Nassau and Suffolk. The 
union won a labor board election in. 
1938 but the one-year certification ex- 
pired during the litigation over the labor 
board’s jurisdiction over industrial in- 
surance agents. The union contends 
that it still represents a majority of 
Metropolitan agents in this area, al- 
though its margin at the time of the 
election was only a handful. 

_ The labor relations board also is hold- 
ing an election this week to learn 
whether the approximately 2,500 Pru- 
dential industrial agents in the same 
area wish to be represented by the CIO 
union as collective bargaining agent. 














Monumental Life Changes 


R. R. Smith, formerly home office 
representative of Monumental Life, has 
now been made manager at Newark, 
and D. Shemer, also home office rep- 
resentative, becomes manager of Chi- 
cago No. 5. B. Brant, who has been 
manager of that district in Chicago, be- 
comes manager at St. Joseph and I. 
Lloyd, formerly assistant manager at 
Baltimore, N. E., becomes manager at 
Richmond. 








Ore. Mutual Salary Increase 


Oregon Mutual Life has put into ef- 
fect a salary increase of 5 percent for 
home office employes in view of the in- 
creased cost of living. 


NEW YORK 


J. B. GRAY JOINS HERSCH 


Jennings B. Gray, for the last 12 years 
agency assistant with the J. S. Myrick 
agency of Mutual Life in New York 
City, has been appointed supervisor of 
the David T. Hersch agency of Security 
Mutual Life in New York City. Mr. 
Gray, a native of West Virginia, went to 
New York in 1926. He has worked 
closely with agents on estate analysis, 
pension trusts and inheritance tax in- 
surance, 








INSTITUTE’S ANNUAL MEETING 

Because of the broadening interest in 
the Institute of Life Insurance, the an- 
nouncement is made that the morning 
session of the third annual meeting Dec. 
10 at the Waldorf Astoria, New York, 
will be open to everyone in the life in- 
surance business who would care to at- 
tend, and without further invitation. 

At the meeting a presentation will be 
made of its activities in advertising, pub- 
licity, motion pictures, and those things 
which it is doing as a central source 
for the dissemination of information for 
anyone interested in the life insurance 
business. 





“TRUE STORY” INSURANCE FEATURE 

The readers of “True Story” maga- 
zine are being acquainted with the values 
of insurance through the appearance this 
month of an article “What Do You 
Know about Your Husband’s Life In- 
surance?” This offers answers to the 
many questions housewives are confront- 
ed with in their daily lives. 

It outlines many factual cases wherein 
the advantages of purchasing insurance 
have been realized, relates instances 
where hardships could have been over- 
come had life insurance been considered 
earlier in the lives of individuals. 





FRASER AGENCY AHEAD 


The Fraser agency of Connecticut 
Mutual Life in New York City paid for 
$1,024,000 in October as against $657,- 
313 for October 1940. 





ASSOCIATION TO HEAR DR. IRWIN 


Dr. William A. Irwin, national edu- 
cational director of the American Insti- 
tute of Banking, will speak at the Nov. 
13 luncheon meeting of the New York 
City Life Underwriters Association at 
the Hotel Pennsylvania. Dr. Irwin, who 
is a humorist as well as a brilliant speak- 
er with an international background, 
will talk on “The Economics of the De- 
fense Program.” 
limited to members. 


Attendance will be 





PHOENIX MUTUAL FETES REINMUND 


Herbert J. Reinmund of Phoenix 
Mutual’s New York downtown agency, 
was honored Nov. 1 on his 40th anni- 
versary with the company at a lunch- 
eon attended by members of the 
agency, home office officials and friends. 
Speakers included M. C. Terrill, vice- 
president; James A. Giffin, assistant 
agency manager, and L. H. Andrews, 
manager of the downtown agency. 





TO REPEAT N. A. L. U. FEATURE 


“America Marches on with the De- 
claration of Financial Independence,” a 
feature of the women’s quarter-million- 
dollar round table of the National Asso- 
ciation of ,Life Underwriters convention 
in Cincinnati, will be reenacted at the 
next meeting of the League of Life In- 
surance Women Nov. 12 at 4 p.m. at 
the American Women’s Association club- 
house, 353 West 57th street, New York 
City. Beatrice Jones, Equitable Society, 
president of the New York Life Under- 
writers Association; Elsie Matthews, 
Connecticut Mutual Life; Hermine R. 
Kuhn, Equitable Society, and Dorothy 
Briggs, John Hancock Mutual, will par- 
ticipate as they did at the Cincinnati 
meeting. Mrs. Lillian L. Joseph, Home 
Life of New York, vice-president of the 
league, will be chairman. 





QUERY: What life insur 
ance company regularly con- 


sults with its agents on mat- 


ters of company policy? 


COMMENT: Believing 
that the problems of its 
fieldmen are the problems of 
the company. . . Continental 
Assurance is glad to have an 
independent, self-governing 
General Agents and Managers 
Association which counsels 
frequently with the officers 
of the company on agency 
and administrative affairs. 











ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





Rate Increases 
by Manufacturers 


All income plans, both participating 
and non-participating, show a rate and 
cash value increase in the underwriters’ 
manual just released by the Manufac- 
turers Life of Toronto. Premium rates 
of the non-participating department 
with the exception of the family income, 
term and single premium contracts are 
also increased. Non-forfeiture values 
remain unchanged except the income 
plans and the guaranteed maximum pro- 
tection ordinary life in later policy 
years at older ages at issue. The table 
gives an idea of the new schedule of 


participating income contract rates. 
Manufacturers 
Rates per $1,000 (Participating) 


Prot. Life 
c7—Inec.——— 
Life Income——, 





Age Age Age 

Age Age 65 60 Age 60 

65 60 Fe- Fe- 65 Fe- 

Age Male Male male male Male male 
10 $17.90 $21.80 $19.35 $23.85 $25.75 $29.40 
15 20.25 25.10 21.95 27.55 28.80 33.45 
20 23.35 29.45 25.35 32.40 32.70 38.80 
25 27.30 35.20 29.70 38.80 37.60 45.70 
30 32.65 43.20 35.55 47.65 44.15 55.25 
35 40.10 54.80 43.75 60.55 53.30 69.20 
40 50.95 72.70 55.65 80.45 66.45 90.55 
45 67.50 103.00 73.85 114.20 86.10 126.25 


50 95.25 164.05 104.45 182.20 117.90 196.70 
55 150.35 346.70 165.45 386.30 178.20 403.45 
60 S13.45. 225 BE600) 2. BEBO Le. 


Connecticut Mutual 
Dividends for 1942 


Preliminary computations for Con- 
necticut Mutual, dividends in 1942 have 
been authorized by its directors on a 
basis which makes about the same dis- 
tribution in the aggregate as would re- 
sult from a continuation of the present 
formula, but with certain adjustments 
in the interest of continued equity to 
different classes of policyholders. Divi- 
dends on higher premium policies, and 
on lower premium policies of longer 
durations, where the reserve is greater, 
are in general to be less than by the 
present formula. 


Increase on Some Forms 


For policies which have been not so 
long in force—particularly lower pre- 
mium policies—some increase in the 
basis of dividend distribution is con- 
templated. It is estimated that the pro- 
posed formula for dividends will mean 
a slight increase on premium-paying 
policies as a whole, with a correspond- 
ing slight decrease in the case of 
paid-up policies. 

It is contemplated to continue the 


rate of 3% percent interest in connec- 
tion with optional settlement contracts, 
but to use the rate of 3% percent in- 
stead of the present 3% percent in ac- 
cumulating dividends which are left 
with the company. 





Military Service Class 
of Northwestern Mutual 


The Northwestern Mutual Life clari- 
fies its position on taking persons sub- 
ject to military service. It states that 
its first instructions were more or less 
indefinite. This was done deliberately 
to permit the company to be as liberal 
as possible for as long as possible. The 
company says: 

“Insurance will not be granted to any 
individual who with or without exam- 
ination has been placed by the draft 
board in Class 1-A. 

“In respect to exemptions, the only 
evidence which will be considered is 
that which has been submitted by the 
board to the draftee. In each instance 
where exemption is claimed, such a 
statement, or a certified copy of it, 
should be forwarded when the applica- 
tion is mailed to the home office. 

“Agents should not request excep- 
tions in cases where deferments are ex- 
pected for various reasons as impend- 
ing marriage, change in occupation, etc. 
Such cases should not be called to our 
attention for a change in decision until 
the draft board has actually granted the 
deferment.” 





Atlantic Life Action 

The Atlantic Life of Richmond, Va., 
announces that it is discontinuing issu- 
ance of single premium endowment 
contracts. 





Same Aetna Dividends in 1942 


Aetna Life dividends for participating 
policies will be on the same scale for 
1942 as for 1941. Interest on proceeds 
left with the company for all payments 
falling due in 1942 and to be allowed 
on dividend accumulations will be 3 
percent except where a higher rate is 
guaranteed. The same rate of 3 percent 
will be paid in the nonparticipating de- 
partment on funds held by the company, 
except where a higher rate has been 
guaranteed, 








Old Line Plans Regionals 


A series of general agency regional 
meetings has been arranged through 
November in Minnesota, Wisconsin and 
Illinois by P. A. Parker, agency direc- 
tor of the Old Line Life of America. 





DIVIDEND ANNOUNCEMENTS MADE 








Payable on Funds Left 


c——With Company———_, 
Non- Divi- 
With- With- dend 
drawable drawable Accum. 
Name of Company 1942 Scale Pet. Pet. Pet. 
American Home, Kansas................ Same as 1941 2.5 3.5 3.5 
ROBIE ME STD, TOOIOND. 6 o-5.c0e sk cc0esvseran Same as 1941 3.5 3.5 3.5 
Continental PERUR EI UROOD 5.55 nin. 5 ones 5-5 :s'a some Same as 1941 3. 3. 3.5 
pfs fe! ae ee es A eae . - Same as 1941 guaranteed rate 3.5 
Expressmens Mutual ........c0.ccecese Same as 1941 3.0 a 3.0 
SETORL ASMUTICR, “POKAB, 4.6 50.0005 5.0005 0 800 Same as 1941 3.5 3.5 3.5 
Sa OUNPED, ons. shiv obsess see onesie Same as 1941 3.0 3.0 3.5 
LS een eee ee ee es Decrease 3.0 3.0 3.0 
Mutual, Canada, interest rate reduced, 
expense chargé modified, mortality fac- 
toy increased; produces slight increase 
for ordinary life and long term policies 
earlier durations and decrease on poli- 2 
cies having high reserves............. App. same total 3.5 3.75 3.75 
National Masonic ............++:5 ...Same as 1941 es 3.5 3.5 
Northern, Canada .............- ...Same as 1941 3.0 3.0 3.5 
Policyholders National.........+.e+ee00- Same as 1941 3.5 3.5 3.5 
Tentatively 


Presbyterian Ministers.........+..+-0e0% 
Union Labor 


Same as 1941 
Same as 1941 





guaranteed rate 





C.L. U. 





“Basic Controls” Urged by 
A. L. Beck in Toronto Talk 


TORONTO—A plea to return to fun- 
damentals in the selling of life insurance 
was made by Arthur L. Beck, Buffalo 
general agent of National Life of Ver- 
mont, in an address before the Toronto 
C. i. U. «chapter. 

Mr. Beck, a past president of the 
Buffalo chapter, urged concentration on 
what he called “basic controls” in a 
selling program: 

“1, Interview control. Salesmen in 
other fields rehearse for interviews and 
it behooves life insurance men to do the 
same, 

“2. Prospect control. We are prone 
to rely on a few good prospects and 
neglect to expand our field and create a 
balance. 

“3. Time control. This is the most 
important of the three. We must know 
what we want to accomplish and take 
the time to do it.” 

Actually, Mr. Beck said, prospects are 
just as anxious as underwriters to do a 
constructive life insurance job for their 
families. “It’s up to us to get the story 
over to them,” he added. 





Dallas Launches Its 
School Progam for the Year 


With an initial enrollment of more 
than 25 Dallas life men for three study 
classes, the Dallas C.L.U. chapter has 
launched its 1941-1942 school to pre- 
pare candidates for the examinations of 
the American College. John A. Mon- 
roe, Jr., Great National Life, is dean. 

. G. Brown, vice-president and ac- 
tuary of the Southwestern Life, who 
has been teaching life insurance classes 
in Dallas since 1922, will again be in- 
structor for Section A dealing with the 
fundamentals of life insurance. 

Paul Jackson, Dallas attorney, with 
Thompson, Knight, Harris, Wright & 
Weisberg, is instructor of the class 
offering Section C dealing with law, 
wills and trusts and business insurance, 
which held its organization meeting 


ov. 4. 

The class for Section D, corporation 
finance, money and banking and invest- 
ments, is meeting weekly with O. V. 
Cecil of the investment banking firm of 
Moss, Moore & Cecil as instructor. 

Part 2 of Section A will again be 
taught by Lyman E. King, Minnesota 
Mutual Life, immediate past president 
of the Dallas chapter. 





Columbus Class Starts 


The first C. L. U. class for the winter 
season was held Monday evening in Co- 
lumbus, O., sponsored by the Columbus 
Life Underwriters Association and the 
Columbus C. L. U. chapter. The course 
will continue 30 weeks. C. A. Garvin, 
Connecticut General, is instructor. 





Baltimore Institute Course 


The Baltimore Institute of Life Un- 
derwriting opened last week. Classes in 
Parts. A. B.C, and D: of the C, L. U: 
course are being conducted this year, 
with 29 students enrolled. 

Ernest J. Clark, Jr., general agent of 
John Hancock Mutual, is president of 
the institute. Classes are being in- 
structed by Clayton Demarest, Jr., At- 
lantic Life; Maynard C. Nicholl, New 
England Mutual, and E. C. Holden, 
Home Life. 





Watson Talks in Detroit 


DETROIT — Wallace Watson, Con- 
necticut Mutual, Boston, who spoke at 
the educational course here, also ad- 
dressed a luncheon meeting of the De- 
troit C. L. U. chapter. He amplified on 
his discussion on “Selling the Sole Pro- 
prietor” for the benefit of the more ad- 
vanced C. L. U. audience. G. E. Lackey, 


Massachusetts Mutual, pregram chair. 
man, introduced the speaker. 

In a lengthy discussion following Mr, 
Watson’s talk it was brought out that 
the problems involved in laying out a 
program for the life underwriter him- 
self are distinctly parallel to those faceq 
in programming the sole proprietor of 
a business. 


SALES MEETS — 


Clark Agency Has Luncheon 
with Talks by Notables 


An unusual program was enjoyed by 
35 agents of the J. M. Clark general 
agency of John Hancock Mutual in 
Peoria at a luncheon meeting. John A, 
Witherspoon, president National Associa- 
tion of Life Underwriters, and Lowell L. 
Schwinger, Northwestern Mutual, Water- 
loo, Ia., took time from their attendance 
at the Peoria sales congress in which 
they spoke, to talk to the Clark agents, 
W. M. Houze, Chicago general agent 
John Hancock, also was a speaker. Mr, 
Witherspoon is Nashville general agent 
of that company. 

A special two-day campaign was 
waged preceding the meeting, and Mr. 
Clark was presented 27 applications to- 
taling $38,000 produced in the period. 

Prize brief cases were presented to 
George Hulson, of Colchester, October 
leader with 27 apps for $38,800 and 
Keith Smith, Kankakee, with 22 apps 
for $38,000, produced in a little over 
three weeks. Walter Richard, of War- 
saw, was third in volume with 21 apps 
for $21,000. 

The Clark agency has had great 
growth, with about 75 agents under 
contract and standing about 15th coun- 
trywide in John Hancock this year. 

















State Farm Rally in Nebraska 
LINCOLN, NEB.—The State Farm 


companies are holding a convention for 
Nebraska agents here Nov. 14-15. V.R. 
Hoover, assistant insurance director, 
Lincoln, will preside. J. H. Parsons, di- 
rector of conservation, will speak on 


Tompkins, agency vice president, “What 
Make Sales Possible,” and E. A. 
Tyler, insurance director, Lincoln, will 
close the meeting. At the banquet 
N. R. Mohar, district agent, will be 
toastmaster and Mr. Tompkins will trace 
the companies’ 14 years of progress in 
Nebraska. At the business sessions a 
number of local agents will talk and 
pane] discussions covering various as- 
pects of the business will be presented. 








Explains Change Made 
in Wisconsin Reserves 


J. R. Lange, chief actuary of the 

Wisconsin insurance department, refers 
to an article in the Oct. 31 edition, Page 
1, under the caption, “Two Percent Re- 
serve Basis Suggested.” Mr. Lange 
says: , 
“In the second paragraph is this set- 
tence: ‘At its last session, the legisla- 
ture there changed the law regarding 
loadings to one-third of the net single 
premium on the American Experience 
basis at 2 percent interest. Previously 
it was the same mortality table at 3 
percent interest.’ 

“Chapter 329 of the laws of the last 
session did not change the loadings per- 
missible. The change was to the effect 
that companies may, in the aggregate. 
carry reserves higher than American 3 
percent reserves, but not to exceed re- 
serves based upon American 2 percent. 
The amount of dollars to be used for 
loading or for expense purposes was 
not changed by our 1941 session, but the 
basis upon which the net premium may 
be computed or the basis upon which 
reserves may be calculated was changed 
from a maximum of 3 percent interest 
to a maximum based on 2 percent in- 
terest.” 
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Move from Speeches 
to Action: Holcombe 


(CONTINUED FROM PAGE 1) 


frequent evidence of bias and even 
though these suggestions for improve- 
ments had been made frequently by men 
within the business, the major contribu- 
tion which the investigation can make 
is that we shall adopt toward it an atti- 
tude of receptivity which will help us 
in solving our problems,” he asserted. 

“Let us not allow our vision to be 
dimmed by the details of inaccuracies and 
bias so that we overlook the inherent 
value of the criticism. Not to extract 
and accept the good in such an experi- 
ence aS our recent investigation would 
breed what has rightly been called the 
greatest human sin of the last 20 years — 
complacency.” ; 

The criticism from within the busi- 
ness of the selling process took signi- 
fcant form at the meeting in 1921 of 
the Association of Life Agency Officers 
when the idea of a Research Bureau was 
adopted. : 

“The founding of the bureau evidenc- 
ed both a recognition of the need for 
improving agency operations and a deter- 
mination to do something about that 
need. 


Should Admit Weakness 


‘Tt is instinctive to respond to the 
specific statements of the investigators 
defending the institution or method so 
criticised, even to the point of defend- 
ing things which need not defense but 
change. A wiser course may involve an 
admission of weakness where present, 
and the setting up procedures looking to 
remedial action. It is our duty ... to 
discover every factor which can have an 
adverse effect on our selling process and 
to modify it or eliminate it. It is this 
constant searching for these ‘weak spots’ 
which is a primary aim of the bureau.” 

Criticism, he said, is directed to the 
charge that the number of agents is too 
large; that many agents are unfit and 
unqualified, that the average earnings of 
agents are too low, that we have con- 
tinued to emphasize volume of business 
sold and failed to develop adequately the 
servicing of business previously sold, 
that outworn sales practices have been 
continued. 

Mr. Holcombe showed the _ great 
strides which have been made in recent 
years on each of these points but recog- 
nized that the trends already begun, for 
example, of reducing the number of 
agents, need to be continued. “The pat- 
tern is already here. It needs only wider 
and continued acceptance,” he said. 





From Speeches to Action 


“The big hurdle which we have not 
yet cleared in some individual cases is to 
move from speeches and conversation to 
more action, It is not enough to say that 
‘large bodies move slowly,’ even though 
it be true. The recognition by agency 
officers of these ‘weak spots’ seems fre- 
quently to have been on an institutional 
asis—many a speaker, both in private 
and public statements, has stated certain 
needs clearly. The trouble with such ex- 
Pressions, frank though they be, is that 
they tend to take on an attitude of im- 
personality. That is to say, the speaker 
assumes an objective attitude and on 
that basis it is far easier for him to out- 
line desirable changes. 

. Perhaps the first step toward further 
improvement is to personalize the prob- 
em and especially its solution. If each 
member company of the Research Bu- 
Teau would individualize each of the 
ve points presented in Monograph 28 by 
determining to what extent they apply, 
what the remedies are, and. how the 
remedies can be made effective, we 
might accomplish individually what we 
seem highly unlikely to accomplish in- 
Stitutionally, 

here are in this room at this mo- 
ment men who have accepted the state- 
jpents of our critics in the spirit of 
» eg how to capitalize on them. The 
tst step is to analyze with brutal frank- 


ness how these five criticisms apply in 
your own company. A written memoran- 
dum will help to clarify the situation 
and show the practical remedy. Per- 
haps such a written statement should 
be given to the company’s senior offi- 
cers, 


Banish Complacency 


“If there ever has been complacency 
among agency officers, the events of 
recent months should banish it. Our 
agency system is worth fighting for in 
our business lives just as liberty is worth 
fighting for in our social and spiritual 
lives. To ignore such a fact is to court 
and to deserve disaster. 

“We are living in one of the fast- 
moving periods of human history, an age 
of frantic speed and mental breathless- 
ness. The marching facts of life are 
moving so fast that some men seem 
to wish only to run beside them. Such 
men settle down, content to rest in their 
ivory tower, a temporary lodging house 
by the roadside of history. No agency 
officer worthy of the name is made of 
such stuff. Rather he desires to be a 
part of the facts of life, one of the facts 
himself—a man who will aid in deter- 
mining how the fast-moving facts in his 
company will take shape. 

“These problems we have just con- 
sidered are the bloodstream of our 
agency system, They concern practices. 


set in the mold years ago, generations 
ago. Their long continuation and the 
measure of their acceptance combine tq 
make their change extraordinarily diffi- 
cult, exasperatingly slow. They some- 
times may look almost impossible. 

“But these difficulties, the impossibil- 
ities, will fall before the optimistic vigor 
of two definitions which came recently 
from the pen of George Santayana: 
‘Difficult—that which can be done im- 
mediately; impossible—that which takes 
a little longer.’” 





Home Life’s Results and 
Objectives Are Told 


(CONTINUED FROM PAGE 1) 


is made to get the general agent to ap- 
praise the prospective agent with a de- 
tached viewpoint. 

Home Life has been conducting ex- 
periments with various finance plans for 
new men for the past seven years. It 
has had a salary plan in the past four 
years. The results have been rather 
satisfactory, but Home Life is convinced 
that merely having a salary plan is not in 
itself an answer to the recruiting or 
compensation problems. 

Training is given the new general 
agent by the home office agency depart- 








ment in the technique of training new 
men in the whole company program. 

The new agent has a right to expect 
very close direction. If the right man 
is selected and he is trained properly, 
production will take care of itself if a 
man is doing every dav those things that 
will secure production. There is an 
effort to make the work of the agent 
as enjoyable as possible rather than 
drudgery. 

The general agents are not to regard 
the agency department as a sound finan- 
cial adviser. 

Mr. Worthington outlined what Home 
Life is doing in the way of training 
men for management in the future. 
There is a sales planning division at 
the home office. It operates as an agency 
but its primary function is to develop 
men for agency opportunities. All phases 
of agency building according to the 
company plan are being carried forward. 
New supervisors for other agencies are 
brought to the home office for a train- 
ing period, ranging from two weeks to 
two months. Men with experience as 
supervisors are brought there for longer 
assignments. Home Life hopes before 
long to be supplying its future general 
agents through this avenue. 

As a result of this program Home 
Life has made seven general agency ap- 
pointments and two others were ap- 
pointed assistant superintendents of 











One of a series — Giv- 
ing facts about the 
Fidelity. 





PRESTIGE - - COOPERATION -- CONTRACTS 


Success of Fidelity agents is furthered by the prestige 
of the Company, the cooperation it offers and the wide 
range of its policy forms. These factors are backed by the 
reputation it has earned for friendliness to agents and to 
policyholders. 


Founded in 1878. Assets more than $132,000,000. Insur- 
ance in force more than $370,000,000. Originator of ‘In- 
come for Life,” Disability and Accidental Death benefits. 
Operates in thirty-six states, including New York and the 
New England states. 


Effective training course. Ample working tools. Super- 
vision and assistance in the field. Pre-approach and lead 
producing direct mail services. Special plans for package 
and program selling. Fidelity agents are well equipped 
with these advantages. 


Contracts include all the regular life and endowment 
plans, Modified Life, Family Income, Family Maintenance, 
“Income for Life,” Modified “Income for Life,” Disability 
Income, Term to 65, Juvenile (age one month on) standard 
and substandard. 


Prestige, Cooperation, Contracts, Friendliness — are 
assets that promote the success of Fidelity agents. 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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agents. There are nine more potential 
general agents in various stages. 

It might be suggested, Mr. Worthing- 
ton said, that Home Life is attempting 
to centralize greater control of the agen- 
cies in the agency department or that 
Home Life is doing too much of a build- 
ing job for the general agent. But, 
Home Life wants to build a partner rela- 
tionship between the general agent and 
home office and to assist as much as 
possible in the job of agency building. 
As a general agent develops each of the 
qualities that he should possess, Home 
Life expects to be relieved of that part 
of the job. 

Sales management has become much 
more complex in recent years, he said, 
and the general agent has a right to 
expect that the home office should be a 
clearing house for all the best ideas for 
the distribution of life insurance and 
that the agency department should be 
in effect a research bureau for all agen- 
cies. The general agent has a right to 
expect the home office to get away from 
the tradition regarding the general 
agent as an independent contractor to 
whom is left the entire responsibility of 
running the agency and training his men, 
etc. That idea requires the least effort 
on the part of the home office and Home 
Life believes it is not a sound method 
in the long run in the face of the com- 
plexities of present day agency building. 





Canadian Agents 
Show Patriotic Zeal 





(CONTINUED FROM PAGE 2) 


vantage since it offers protection for the 
future and cooperation with the gov- 
ernment. 

Organized direction of the sales forces 
in meeting their new problems becomes 
more than ever essential. Well devel- 
oped training systems will be increas- 
ingly needed. Well organized sales 
talks are a great preventive to desultory 
and fear provoking war discussion. 


Drain on Personnel 


New production has increased de- 
spite the fact that many agents have 
entered war service. This is due to in- 
creased zeal in selling because of a 
growing understanding that agents are 
in reality engaged in real war effort. 

Mr. Mitchell in referring to the fact 
that the United States companies are 
now adopting war clauses, counseled 
against applying competitive considera- 
tions. “With competitive practices,” he 
said, “wishful thinking is very apt to 
rule the day and reality is almost sure 
to soundly spank the wishful thinker.” 

The first job of a life insurance 
executive, according to Mr. Mitchell, is 
to strive to make positively safe the con- 
tracts of the policyholders already on 
the books. All considerations of new 
business must be made subordinate to 
that. The problem of defending the old 
policyholders against undue risk requires 
This is not the time 
to apply undue optimism to what the 
future holds either in interest earnings 
or mortality, 


Lapses and Surrenders 


Lapses and surrenders in practically 
all Canadian companies in terms of per- 
centage of total business in force, have 
shown so far during the war period a 
steady decrease. The fact that this has 
been so during the present year when 
taxes were much higher than the pre- 
ceding year, lends hope, despite the still 
greater increases in taxes now imposed. 

The great alterations in the federal 
taxation field will probably have a last- 
ing effect on the methods of applying 
taxes to insurance, Mr. Mitchell said. 
A movement was ‘started last June to 
have the provinces vacate the field of 
taxation of all corporations, including 
insurers, for the period of the war and 
to allow the Dominion to collect these 
taxes. Negotiations are under way. In- 
surance people hope that there will be 
no material change from what has pre- 
viously been asked by the provincial 





governments. He mentioned that a fed- 
eral estates tax which is about equal to 
the heaviest provincial tax of its kind, 
has now been imposed. Accordingly 
estates taxes nave been suddenly 
doubled. The burden will fall upon the 
small as well as large estate. The 
amount of the inheritance tax can easily 
be a cause of disaster to a business. 
These taxes must be paid in cash, and 
that may involve liquidation of part of 
a business. This is not a healthy eco- 
nomic situation, he declared, but it cre- 
ates a tremendously increased place for 
insurance while it lasts. 





Settlement Options 
Need Revision 





(CONTINUED FROM PAGE 3) 


be at such rate as the directors, in the 
light of earnings immediately available 
on the soundest of securities then pro- 
curable, may from year to year deem 
it wise and just to allot, with a reason- 
able recognition of administrative costs. 

“Perhaps a distinction should here be 
made between the beneficiary who does 
her own electing and the beneficiary 
who is required to accept a specified set- 
tlement. In the latter case, possibly the 
company would be justified in guaran- 
teeing, say, 1 percent. 

“Since life insurance companies are ex- 
pressly formed to conduct business 
based on life contingencies, settlement of 
policy proceeds based on life contin- 
gencies would seem more appropriate 
than the type just described. Here, cer- 
tainly, a sharp distinction might fairly 
be made between the automatic and the 
elective settlement. If a beneficiary is 
definitely to receive a life income, the 
basis of that income may properly be 
predetermined on as generous assump- 
tions as sound management will justify, 
but with full recognition of the uncer- 
tainty of interest rates in the distant 
future. 


Makes Practical Suggestion 


“Probably a participating annuity- 
certain based on a very low interest 
assumption, supplemented by a non-par- 
ticipating deferred life annuity on as 
generous a basis as human foresight will 
allow, meets all necessary requirements 
in such a case. 

“But if the settlement is not auto- 
matic and the beneficiary is electing a 
life income, she is being treated gen- 
erously if she receives an annuity at the 
rates then prevailing, subject to any sav- 
ing which the company may be able to 
effect on such a contract in comparison 
with one solicited through its agency 
force. 

“Where the insured makes himself his 
own beneficiary through surrender, it 
seems doubtful to me whether any op- 
tional modes of settlement should be 
available to him except at endowment 
maturity and possibly at some one speci- 
fied age, such as 65. In such special 
cases he might well be granted the 
same generous terms available to a bene- 
ficiary exercising no election, provided 
his irrevocable intent (subject to sur- 
vival at the specified anniversary) is reg- 
istered a reasonable number of years 
in advance. 


Modes of Past Hampering 


“The policies of today should not be 
hampered with settlement options which 
may have seemed appropriate for imme- 
diate application under the very different 
conditions prevailing a few years ago 
but which even then could not be guar- 
anteed into the remote future without 
rashness.” 

There are certain types of people who 
do harm to life insurance, such as 
thoughtless legislators, unenlightened 
courts or professional critics who shout 
that reserves are unnecessary, but if life 
insurance as an institution is to flourish 
in its democratic course it must be con- 
stantly vigilant in detecting and correct- 
ing its own defects, Jackson said. 

“It seems to me that life insurance 
should be wary lest its enthusiastic ad- 


vocates claim too much for it. It is a 
democratic institution—not a new rev- 
elation. It has not the merit of creating 
wealth; it does not even participate in 
the transformation of wealth. It should 
be sold as a sound business arrangement 
fur the conservation and (in a limited 
but high desirable fashion) redistribu- 
tion of wealth. 

“It is valuable and, like all things of 
genuine value, it can be had only at a 
great price—the price of perseverance 
and self-denial and sacrifice on the part 
of the purchaser. Any ‘net cash’ or 
other exhibits which—through utter dis- 
regard of compound interest, still a basic 
ingredient of our product—suggest that 
the true cost over a long period is un- 
important should be shunned. 


Purpose Only to Alleviate 


“The very fundamentals of life— 
youth and age and birth and death— 
underlie the system of life insurance and 
annuities. But our products can offer 
no substitute for any of these funda- 
mentals. They may alleviate financial 
disasters; they cannot restore the youth 
— has departed or the voice that is 
still. 

“Tf Americans hold wealth so dear 
and liberty so cheap that tyranny abroad 
breeds only complacence at home, we 
shall be paying too much for life in- 


STOCKS 


H. W. Cornelius of Bacon, Whipple ¢ 
Co., 135 So. La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of Nov. 3, 1941 








Par Div. Bid Asked 
Aetna Life .... 10 1.40* 27% 99 
Conn. Genk. .... 10 -80 24% 26 
Conti. Assur.... 10 2.00 37 39 
Life & Cas.... 3 -50 9% 10% 
Lincoln Natl.... 10 1.40* 27% 29 
New World Life 10 30 4 4% 
N. W. Natl. Life 7.50 .30 8% 10 
Ohio Natl. Life. 10 1.25 29 31 


Old Line Life... 10 60 10 jy 
TPAVEISTS. +. x. . 0:6 100 
Wis. National... 10 1.00 16 18 


*Includes extras. 








surance and all the collateral material 
advantages in its train.” 

Harry M. Sarason, assistant actuary 
General American Life, read a paper on 
“Dividend Formulas,” "dealing with the 
mathematical theories underlying differ- 
ent types of dividends in use under vary- 
ing company practices. 

Simon Shannon, Great-West Life, pre- 
sented a technical paper on “Compar- 
ative Aspects of the Point Binomial 
Polygon and Its Associated Normal 
Curve of Error.” 





Plan. 








TRAINED—FOR REAL ACTION 


Training is a keynote in GUARANTEE 
MUTUAL’S “Builders of Men” agency plan. Many 
of our most successful general agents and field repre- 
sentatives got their start in our two-week intensive 
Home Office schools. As a result, they have gone into 
the field better prepared to earn a better living under 
our liberal contract, and to provide for their retire- 
ment by means of our unique Income Continuance 


For details, write A. B. OLson, 
Agency Vice President 


GUARANTEE MUTUAL LIFE CO. 
OMAHA, NEBRASKA 
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Canada Life Announces Promotions 





—_—_—_ 


NEIL BURTON 


The Canadian Life has announced 
two important changes in its agency or- 
ganization on the Pacific Coast. 

E. E. Campbell, assistant manager in 
Los Angeles, has been appointed 
agency assistant and is transferred to 
the head office in Toronto. 

The Hollywood and Los Angeles 
branches are being amalgamated un- 
der the management of Neil Burton, 
who has been manager in Hollywood. 
Offices of the enlarged branch will be 
in Los Angeles and will be in charge 
of Miss M. E. Orchard, branch sec- 











C 


E. E. CAMPBELL 


retary, and Miss H. E. Andros, cashier. 

Both Mr. Burton and Mr. Campbell 
became associated with the Canada Life 
through its Los Angeles branch under 
the management of C. H. Carpenter, 
now Pacific Coast supervisor. Mr. Bur- 
ton joined the company in 1932, was 
made inspector in Los Angeles in 1934 
and manager in Hollywood in 1938. Mr. 
Campbell’s first contract was dated in 
1935. He was appointed district man- 
ager in Pomona in 1937, supervisor in 
Los Angeles in 1938 and assistant man- 
ager there in 1940. 








Gusting of Poor 
Quality Producer 
Is Vital Today 


(CONTINUED FROM PAGE 3) 


records was the way to get results. Put- 
ting that decision into action was diffi- 
cult after having permitted men to re- 
main with the company several years 
and allowing a condition to exist. 

Ohio National withdrew entirely from 
five states that were producing 15 per- 
cent of the business and canceled the 
licenses of a great many other agents 
because of consistently poor persistency. 
The result of these steps has been most 
gtatifying. The lesson was learned that 
the company must constantly eradicate 
those agents who cannot produce qual- 
ity business. Also Ohio National learned 
that poor business is not worth an at- 
tempt to conserve. 


Less Business, Lower Unit Cost 


Ohio National is now content to be 
producing 80 percent of former business 
with a substantially lower unit cost. 
The lower cost arises almost entirely 
from relieving the company from too 
many supervisors. Emphasis i is no longer 
so much on recruiting as it is on de- 
veloping more of the better qualified 
managers. Ohio National sent six men 
to the Research Bureau’s managers’ 
school this year and will send eight or 
10 men next year. 

It is important to have objectives and 
quality business should be objective No. 
1, he stated. 

The fight for better quality consists 
of selection and training of new men or 
the elimination of old men. If a com- 
pany objective of 80 percent second year 
persistency were established and those 
cut off whose second year persistency 
Causes the company average to fall be- 
low that, the company would soon ar- 
rive at its goal. Men who can_ be 
Saved should not be ruthlessly elim- 
inated, but only those whose background 








or previous training is such that they 
can never write quality business. 

Ohio National has found the agency 
budget to be an indispensable aid, he 
said. The mere fact of putting into op- 
eration a budget reduced the unit cost 
of new business. Some items that had 
previously been charged to renewal ex- 
pense such as entertainment or home 
office travel are now properly allocated. 
It was a good deal easier to eliminate 
some unnecessary expense, by showing 
the manager that its elimination would 
put him in line with his individual 
budget. 

After eight years the direct agency 
expenses of Ohio National per unit are 
85 percent of what they were. The 
savings are due to the fact that there 
is a budget to keep and a constant re- 
minder how the department stands with 
its objective for first year costs. First 
year costs cannot be controlled without 
an objective set up in advance. 


Must Inspire the Manager 


The objectives must be transmitted 
to the manager in the field so that he 
will possess the same desire or objective. 
If the home office has definite plans and 
objectives to be reached, the general 
agent will or should direct his activities 
towards such objectives. 

At the outset Mr. Evans went into 
some detail as to the reasons why the 
necessity of having an objective was 
forced upon agency departments. For 
the past several years there have been 
changes taking place in the investment 


field that are steadily cutting into the ° 


companies’ earning capacity. The change 
has been gradual because the interest 
yield on new investments has been drop- 
ping gradually and because the lower 
yield affects only new investments. If, 
however, the companies must continue 
to invest new money in 2% percent or 
234 percent bonds and must continue to 
make 4 or 4%4 percent mortgages, before 
many years the average yield on a com- 
pany’s entire portfolio will drop to cur- 
rent investment rates. 

Under the circumstances it is impor- 
tant for the agency department to direct 
agency pressure into the proper chan- 


If the management finds it desir- 


nels. 
able to use the lower interest rate in cal- 


culating premiums and reserves, the 
agency executive should not attempt to 
delay such action on the ground that it 
would reduce new production. If such 
a move is advisable, the agency execu- 
tive should assume the offensive. 

Mr. Evans recalled that the drop in 
interest rates has caused a major change 
in the policy of Ohio National. 


Non-par Rates Increased 


For many years Ohio National wrote 
exclusively non-participating business at 
net actuarial premiums and on a 3% per- 
cent basis. When the lower interest rate 
appeared to have moved in for an in- 
definite stay, the non-participating rates 
were increased and when Ohio National 
came to the conclusion that the lower 
interest rates were going to be a per- 
manent boarder, it took more drastic 
action. The company decided that even- 
tually it would write exclusively partici- 
pating contracts, That meant an up- 
heaval in the agency department 
because the field force had been trained 
to sell largely non-par insurance. The 
first step was to equalize the commis- 
sion percentage paid on participating 
policies which had previously been 5 
percent less. Then more and more par- 
ticipating plans were brought out. About 
three years ago a minimum issue of 





$1,500 was placed on non-par policies. 
In January of 1940 Ohio National no- 
tified the field that on April 1, 1941, it 
would discontinue writing nonpar and 
during those 15 months “the minimum 
issue for non-par policies was placed at 

2,000. At the same time the partici- 
pating policies were placed on a lower 
interest basis. The transition was ac- 
complished gradually, the agents had 
plenty of warning and they offered no 
particular objection. 

Ohio National decided to make a rad- 
ical change in its method of operation 
rather than to be constantly making fur- 
ther changes in premium rates. 





Minn. Conference in January 
ST. PAUL—A state-wide sales con- 


ference will be held here some time in 
January, directors of the Minnesota As- 
sociation of Life Underwriters decided 
this week. The exact date will be set 
later, President Carl Kleifgen said. 

As a sort of booster meeting for the 
St. Paul conference there will be a large 
meeting of southern Minnesota agents 
in Rochester Nov. 13. This will be 
a joint meeting of all southern Minne- 
sota local associations, including Roches- 
ter, Mankato, Austin and Winona. There 
will be speakers trom St. Paul and 
Minneapolis. 
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Strong Impulse to Correct Faults Seen at Parley 


(CONTINUED FROM PAGE 1) 





president of Ohio National Life, as 
chairman, and T. Whatley, vice- 
president of Aetna Life, vice-chair- 
man. 


The Research Bureau directors had a 
luncheon meeting Wednesday and elect- 
ed as members of the executive commit- 
tee: R. E, Irish, Union Mutual; F. H. 
Haviland, Connecticut General; W. S. 
Penny, Sun Life; Ford D. Albritton, 
Great Soythern, and Chester O. Fischer, 
Massachusetts Mutual. They elected as 
chairman of the board of directors Mr. 
Albritton, and as vice-chairman, J. G. 
Parker, Imperial Life of Canada. They 
elected: Mr. Penny as chairman of the 
executive committee of the bureau. 


Must Apply Measures 


Throughout some of the talks ran the 
idea. that it is vain to continue merely 
to discuss faults in the distribution sys- 
tem of insurance, and that the need of 
the hour is for each company to apply 
those measures that will correct the 
faults. This message was conveyed with 
particularly strong emphasis by Man- 
ager John M. Holcombe, Jr. 


Positive Programs in Effect 


Impressive evidence that there are in 
effect in many offices positive programs 
that are definitely improving the tone 
of the agency organization and its oper- 
ations was given by several speakers, 
including Vincent Coffin of Connecticut 
Mutual; W. P. Worthington of Home 
Life; John H. Evans of Ohio National; 
W. C. Laird of London Life; Harry 
Wood of John Hancock. These speak- 
ers recited what has actually been done 
and improvements already attained. 
They must have stirred at least some 
of those in the group to decide to go 
out and do at least partially likewise. In 
the aggregate it was splendid motivat- 
ing material. It was real evidence, not 
just oratory. There was no speech of 
an evangelistic nature that made the 
welkin ring, but all had substance and 
the cumulative effect was potent. It is 
apparent that here and there in the busi- 
nes there are going forward movements 
that are bringing agency operations 
closer to ideals. 

At a special session of the Agency 


Officers Association Wednesday after- 
noon the plans for the so-called institu- 
tional training course were disclosed. 
This project has been in the hands of a 
committee headed by Chester O. Fischer 
of Massachusetts Mutual and its work 
to date has been ratified by the execu- 
tive committee of the A. L. A. O. An 
outline of the course has been drafted. 
Most of the course will be prepared by 
Paul Speicher of the R. & R. Service 
of Indianapolis. It will be directed to 
those that have completed elementary 
courses but are not ready to tackle C. 
L. U. work. There will be a full time 
director. Local study groups will be or- 
ganized and a final examination will be 
given. It is contemplated that each 
agent pay $10 and his company pay $20 
for the course. The investment will have 
to be underwritten by the companies. 


CRITICISMS SOUGHT 


At the oe session Monday after- 
noon C. D. Devlin gave a pleasing wel- 
coming talk. He is chairman of the 
Agency Section, Canadian Life Insur- 
ance Officers Association, and assistant 
general manager of Confederation Life. 

Then W. S. Penny reported as chair- 
man of the board of directors of the 
Research Bureau. He invited members 
of the bureau to express whatever criti- 
cism they may have. In the past, he 
said, the bureau suffered from sugar 
coated words of praise and lack of ex- 
pressed criticism. The bureau under- 
stands its obligations and responsibili- 
ties to its companies and is fully capable 
of performing. He told how the bureau 
had been able to render the highest 
service on a reduced budget. 

The first sustained address of the 
convention was that of H. G. Kenagy, 
superintendent of agents of Mutual 
Benefit Life, and former assistant man- 
ager of the Research Bureau. He gave 
an enthralling account of ideas, trends, 
experiments, production facts that have 
occurred during the past two decades. 
Veterans in the audience were audibly 
affected as Mr. Kenagy recalled chap- 
ters of the past. It was more than a 
series of reminiscences, however, as 








Mr. Kenagy was tracing an evolution- 
ary process and he concluded by setting 
forth certain beliefs that are held by 
the majority of agency leaders today. 
These, he said, compose a set of guid- 
ing principles, against which can be 
charted the wisdom of new projects 
and ideas. 


Nominations Are Made 


S. a Whatley reported as chairman 
of the nominating committee of the Re- 
search Bureau. In doing so he read 
into the minutes a memorial for the late 
John W. Cadigan, vice-president of 
New World Life, who was a director 
of the bureau. 

Then came John Marshall Holcombe, 
Jr., manager of the bureau, who gave a 
fighting talk, in which he called for ac- 
tion in correcting weaknesses in the 
field, especially those that were cited in 
the TNEC investigation. These weak- 
nesses, he observed, have long been 
recognized and admitted by leaders in 
the business; they have been the sub- 
ject of study; the business has casti- 
gated itself because these conditions ex- 
ist, but now, he said, the time has 
arrived for action to be taken. Despite 
the fact that the conditions publicized 
by the TNEC are not new and despite 
the bias that permeated the report, the 
business should not permit itself to be 
blinded by the manner of the criticism 
so as not to recognize its soundness. 
He warned against rising to defend 
what should not be defended. 

The anchor man at the Monday af- 


ternoon session was President John A, 
Stevenson of Penn Mutual Life, who 
always grips his audience, as he fires 
out in staccato fashion, his own obser. 
vations sandwiched between references 
and quotations from classical sources or 
from writers and authorities in a ya- 
riety of fields. Mr. Stevenson has a 
remarkable faculty for gathering to. 
gether these references and synthesiz- 
ing them to his thesis. Apparently he 
relates everything he reads to ideas and 
situations in which he is interested, and 
these references serve to enhance 
greatly the interest in the message that 
he conveys. It is probably a habit of 
concentration that he developed during 
his days as a school man. In his To- 
ronto talk, for instance, Mr. Stevenson 
alluded to statements of Willard L, 
Thorp, editor of “Dun’s Review,” Wal- 
ter D. Fuller, president of Curtis Pub- 
lishing Company; Charles F. Kettering, 
of General Motors; the president of the 
Lockheed Aircraft Corporation; Mar- 
shall Holcombe; James Fulton, 
president of Home Life; Arnold Ben- 
nett, the British novelist; James Tru- 
slow Adams. 


Tuesday Morning Session 


The group gathered rather slowly 
Tuesday morning. Vincent B. Coffin 
was the presiding officer.. He is vice- 
president of Connecticut Mutual and was 
functioning in his capacity as chairman 
of the executive committee of the bu- 
reau. He gave a keynote talk on 
“Training the Trainer.” He said the 
program of the day had been arranged 
to cover as many phases as possible of 
the task of training the general agent. 
Mr. Coffin outlined some of the steps 








General Agent. 


GENERAL AGENT WANTED 
for CHICAGO 


A progressive, middle-size, mutual life insurance 
company, with more than seven million in force in 
Chicago and Cook County, in two offices, must 
rebuild one office because of illness of present 





An unusual opportunity awaits a qualified man, who 
should be under 45 years of age. 


ee e @ 
* LOW RATES — 3% RESERVE BASIS 
® COVERAGE, AGES ZERO TO 65 
© STANDARD AND SUB-STANDARD 


ee e« @ @ 
* PROVED AGENCY BUILDING PLAN 
® HOME OFFICE SCHOOL FOR AGENTS 
® COMBINATION COMPENSATION PLAN 
© RETIREMENT PLAN FOR AGENTS 


Write, in confidence, to 


Box 0-45, The National Underwriter 
175 W. Jackson Blvd., Chicago, Illinois 














‘Tuts 1s the Veterans emblem worn by 


ONE OUT OF EVERY FIVE of our fieldmen—members of 


the Veterans Club. They have represented the Com- 


pany 20 years or more. 


Two OUT OF EVERY FIVE of our fieldmen 


have been with the Company 10 years or longer. 


Such loyalty speaks well for the future. 
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that Connecticut Mutual has taken in 
this field. . : ; 
John H, Evans, vice-president of Ohio 
National, gave a realistic talk, during 
the course of which he explained why 





VINCENT B. COFFIN 


Ohio National decided to write partici- 
pating business exclusively and how the 
transition was accomplished. Mr. Evans 
was formerly actuary of his company 
and there was compelling logic in what 
he said. He got enthusiastic applause. 

Mr. Coffin announced that on Jan. 2 
Mr. Holcombe will have completed 20 
years as manager of the bureau, and he 
had Mr. Holcombe take a bow amidst 
an ovation, 

That National Life of Toronto had 
just joined the bureau was announced 
by Mr. Coffin. The general manager of 
National is a former member of the Re- 
search Bureau staff, G. Fay Davies. 

. P. Worthington, vice-president 
of Home Life of New York, was closely 
followed as he described the admirable 
results that his company has achieved 
through setting up definite objectives. 


HUMANISTIC ATTITUDE 


J. Harry Wood, second vice-president 
of John Hancock, the final speaker 
Tuesday morning, dwelt upon the im- 
portance of the humanistic attitude in 
dealing with general agents. He said 
that methods and techniques are impor- 
tant, but they can be applied effectively 
only after there has been created the 
right attitude on the part of the home 
office towards the general agent and the 
right attitude of the general agent 
towards the job. When such a feeling 
exists, he asserted, results will be forth- 
coming. 

Mr. Wood said that the production of 
John Hancock general agents for the 
first 10 months this year exceeds that 
of the corresponding period last year by 
27 percent, and it exceeds the produc- 
tion of 1936, which John Hancock re- 
gards as its “base” year by 69 percent. 
As production has gone up, he said, the 
unit cost has gone down apace. 


Studied Others’ Experience 


The speaker said that John Hancock 
studied situations in other companies to 
determine whether there were a com- 
mon denominator of success in agency 
department relations with general agents. 
ohn Hancock came to the conclusion 
that the answer was below the surface. 
What John Hancock learned from others 
It undertook to apply. For instance a 
general agent of another company said 
that he had been with his organization 
25 years and yet he had received no 
word of recognition from his home of- 
fice. Another general agent said he had 
never received a message of commenda- 
tion from his company, but that he got 
instead a stream of platitudinous exhor- 
tations, 

John Hancock decided that general 
agents are people and should be appealed 














to and worked for as people want to be 
appealed to and worked for. It decided 
that it should do those things that it had 
always known should be done; that 
every leader of men has known about 
and practices. Those things lately have 
been spotlighted as “motivation” and 
“morale building.” In the old days they 
were known as leadership, 


Reminders Not Information 


John Hancock came to the conclusion 
that a general agent who wants to 
enough will find out how; that a gen- 
eral agent needs to be reminded about 
things that he already knows so that 
he may gain renewed confidence in 
himself rather than to be informed. 

“We haven’t earned the loyalty of our 
general agents,” he said, “until we are 
fully frank and truthful with them. We 
must be sincerely interested in every- 
thing associated with the general agent’s 
success. A lack of interest can’t be 
faked for long. We must help our men 
to have a proper point of view towards 
themselves; to have a sense of their own 
personal worth, to have a sense of se- 
curity, mental and financial; to realize 
that they are good enough to be inde- 
pendent; that it is up to them to run 
their own agency, but the home office 
will give effective guidance when 
wanted.” 

In helping to create in the man a sense 
of personal worth John Hancock does 
such things as giving him credit and 
compliments wherever possible, of call- 
ing him by phone or sending a wire on 
his birthdays, of remembering anniver- 





J. HARRY WOOD 


saries, etc. When an idea is taken from 
one general agent to another, credit is 
given to the originator. “These things 
we do,” he said, “because we love to do 
them, not alone for results.” 

In contributing to a sense of security, 
John Hancock avoids making abrupt 
changes that are likely to cause a man 
to fee] that his world has fallen. “We 
don’t chop off the head of a general 
agent, until after all the other general 
agents are expressing wonderment that 
the company has exercised such patience 
and restraint. That means that changes 
are delayed, but the morale of the en- 
tire organization is strengthened.” 


Confidence Restored 


Whenever John Hancock appreciates 
that it is beginning to lose confidence 
in a general agent, it undertakes to re- 
store its confidence on the theory that 
a general agent is handicapped when 
such confidence is lacking, 

A general agent needs to know that 
the home office can help him and the 
way to create such a feeling in the gen- 
eral agent is to actually help him. John 
Hancock takes from eight to 10 general 
agents at a time to the bureau schools 
and home office men sit throughout the 
sessions with the general agents. Al- 
ready two thirds of the general agents 
have had that experience. 

John Hancock writes out to general 







































During the past years we have built our homes, our 
business enterprises with the hope of finding security 
and contentment for the later years of life—secure in 
rights earned by the mental and the physical hard- 
ships and sacrifices endured by those before us to 
establish that liberty which we have inherited as a 
vital part of our existence. 


Today that hope is gone for years to come—as from 
now on every plan for the future must be predicated 
upon preserving our right to live as a free people, in 
our own Country and under our own form of Govern- 
ment, but we thank God from the depths of our hearts 
this Thanksgiving time that this change in our outlook 
of life, which was forced upon us, will not, cannot 
destroy what we have built and worked for—but will 
bring a new cohesion and strength to the American 
people which will weld together an invincible nation. 


We thank God for the privilege of being citizens of 
the United States of America. 


PEOPLES LIFE INSURANCE CO. 


FRANKFORT 


“The Friendly Company” 


INDIANA 
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agents for criticisms and suggestions and 
undertakes to act upon those that are 
sound. If the day should come when 
such requests would not elicit replies 
then the home office would know that 
the men no longer have confidence in 
the sincerity of the home office. 

The first afternoon speaker was W. C. 
Laird, London Life, superintendent of 
agents, who described to what an ex- 
tent his company has definitized the 
work of the manager. Then three popu- 
lar and keen young men of the bureau 
staff gave well prepared talks on the 
subject of morale and motivation, they 
being L. W. S. Chapman, Ward Phelps, 
and B. N. Woodson. 


Tribute to Jerome Clark 


M. A. Linton, president of Provident 
Mutual, spoke a word of tribute to the 
late Jerome Clark, who was vice-presi- 
dent of Union Central Life. Mr, Lin- 
ton dwelt on the fact that Mr. Clark 
spent the last two days of his life at- 
tending a meeting of the committee on 
agents compensation of which Mr. Lin- 
ton is the retiring chairman. 

Mr. Linton then announced the com- 
position of the compensation committee 





E. MeCONNEY 


for the new year. The chairman will 


be E. McConney, Bankers Life of 
Iowa, who has been vice-chairman. 
Paul Clark, John Hancock, and Rich- 


ard Boissard, National Guardian, retire 
from the committee. The new mem- 
bers are: W. P. Worthington, Home 
Life; F. H. Haviland, Connecticut Gen- 
eral, and John Witherspoon, John 
Hancock, as president of the N.A.L.U. 
The continuing members are: Claris 
Adams, Ohio State; Mr. Linton; Wm. 
Anderson, North American Life of Can- 
ada; R. C. Guest, State Mutual; L. S. 
Morrison, Research Bureau; John M. 
Holcombe, Jr., Research Bureau; Harry 
T. Wright, Equitable Society, Chicago, 


and C. J. Zimmerman, Connecticut Mu- 
tual, Chicago, past presidents of 
N.A.L.U. 


Institute Invitation Given 


Mr. Linton, in behalf of the Institute 
of Life Insurance, issued an invitation 
to all present to attend the annual 
meeting of the Institute at the Waldorf 
Astoria in New York Dec. 10. 

The afternoon session was brought to 
a close with a period devoted to a dis- 
cussion of the work of the agents com- 
pensation committee, led by Mr. Lin- 
ton. He called on four men to discuss 
various aspects of the most recent re- 


port of the compensation committee, 
they being George Schoeffel, Oregon 
Mutual; D. Gordon Hunter, Phoenix 
Mutual; W. J. Graham, Equitable So- 


ciety, and James A. Fulton, Home Life. 

Mr. Schoeffel said the general agent 
should give to the prospective agent a 
realistic presentation of the possibilities 
of the job. Much dissatisfaction in the 
field is traceable to the general agent 
having painted the possibilities in too 
vivid hue. 

He said that he does not share the 


committee’s opinion of the depressing 
effect upon an agent of being in debt. 
There are still enough men who can 
be recruited who are not afraid of risk 
bearing. He said he favors a definite 
minimum performance standard during 
the initial period in the business. 


Refining Process Explained 


Mr. Hunter told of what he termed 
the refining process that was put into 
effect by Phoenix Mutual some years 
ago. Elimination of part timers was 
not nearly as painful as many antici- 
pated. The characteristics of success- 
ful men were tabulated, which resembles 
the aptitude index scheme. The com- 
pany found that 29.2 percent of its or- 
ganization under contract one year or 
more were earning $75 per month or 
less. That group contributed only 2.1 
percent of the paid premiums; their 
lapse rate was 170 percent of company 
average; their average size policy was 
but 60 percent of average. The com- 
pany determined, thereupon, to clean 
out the cellar. A new man had to pro- 
duce a policy within 6 days; $7,500 of 
business within three months; $48,000 
within one year; $60,000 in 15 months; 
$100,000 in 21 months and $120,000 
within two years. 

As a result of that schedule Phoenix 
Mutual has 20 percent fewer agents 
than it had last year, but its business 
is ahead. The operation was not nearly 
as painful as was feared. 

Mr. Graham discussed aspects of 
pension plans for agents. The Equit- 
able plan keeps within the framework 
of present costs. It follows the theory 
that “you can pay the agent for doing 
what you want him to do within your 
available funds by refusing to pay 
agents Who are giving no service what- 
soever.’ It pays the continuing agent 
for continuing service. Funds are sal- 
vaged from agents who are not ren- 
dering service. 

Mr. Graham went into the figures, 
which he had at the tip of his tongue, 
and the meeting resembled a mathe- 
matics class. 

Mr. Fulton wound up the day with 
a brief word of praise for the commit- 
tee report. 


BANQUET GAY AFFAIR 


The banquet Tuesday night brought 
together a gay crowd of some 500 
agency officers and their ladies. It was 
the high point of the social part of the 
week. It was preceded bv a reception 
tendered by Canada Life, the hosts be- 
ing President A. N. Mitchell, the entire 
executive staff and their ladies. 

A big thrill was provided when Gracie 
Field, the British comedienne, who is 
doing yeoman work for her country, was 
piped in with bagpipes, made a short 
talk and sang her famed song, “All for 
One and One for All.” There was a 
girls’ chorus that struck the patriotic 
mark with British, Canadian and United 
States anthems, 

Mr. Mitchell was toastmaster. The 
speaker was Lt. Col. George A. Drew, 
whose message was broadcast through- 
out the Dominion. “ What Lies Ahead,” 
was his subject. It was a magnificent 
appeal to the United States and Canada 
to mobilize their entire human strength 
to defeat Hitler. The people of Britain 
and the United States, he said, must be 
brought together in a supreme effort to 
preserve Christian civilization. He had 
just returned from England and an in- 
terview with Winston Churchill two 
weeks ago. The freedom of the two 
peoples, he said, springs from the same 
principle, that of the magna charta, 








Wednesday Morning Session 


At the Wednesday morning session 
the presiding officer was F. H. Havi- 
land, vice-president of Connecticut 
General in his role as chairman of the 
executive committee of the A.L.A.O. 
Mr. Haviland also gave the first ad- 
dress of the day. He was followed by 
President A. N. Mitchell of Canada 
Life, who gave a masterful presenta- 
tion of the problems and achievements 
of life insurance in a war economy. 








Mr. Mitchell will be one of the speak- 
ers at the convention of the Life Presi- 
dents Association in December. Then 
came President John Witherspoon of 
the National Association of Life Un- 
derwriters, who set forth in specific 
fashion the current objectives of the 
N.A.L.U. He was greeted with a pro- 
longed ovation. 

Paul Speicher of the R. & R. Serv- 
ice gave an address, “The Present 
Tense of Management.” 


National Contribution 


The agent, Mr. Speicher said, must 
see in his work a genuine contribution 
to the solution of the problems which 
the nation faces today. He must feel 
that his work is invested with high sig- 
nificance, and that no man is render- 
ing a more valuable public service. 
Management must lead him to see in 
his work a national contribution of ma- 
jor importance. 

In outlining the national service ren- 
dered by the agent, Mr. Speicher men- 
tioned: Strengthening the home, setting 
men free from worry over what might 
happen in the future so that they can 
make a maximum contribution through 
their work, stabilizing society at the 
conclusion of the critical period by in- 
creasing the stake of the average man 
in the welfare of the country, helping 
to fight inflation, and aiding businesses 
to carry through by insuring the capac- 
ity value of the management. 

The agent must have new faith in 
the stability of the business and in its 
power to continue serving no matter 
what may happen. It is not enough 
for him to know that life insurance will 
live; there must be faith founded upon 
facts. In the past, he has taken for 
granted that his company’s investment 
division could solve the problem of a 
decreasing rate; today he must know 
exactly how his company expects to 
solve that problem, if it should become 
increasingly serious. In the past, he 
has taken for granted that his com- 
pany’s underwriting department was 
operating so soundly that no great epi- 
demic such as followed in the wake of 
the last war could affect it; today he 
must know it, not emotionally, but 
factually. Confidence in the integrity 
and the ability of management must be 
placed upon a factual basis. 


Erroneous Conclusions 


Mr. Speicher said certain erroneous 
conclusions have been accepted as true 
with but little consideration, and the 
agent should be helped in freeing his 
mind of them. Today everyone fears 
the depression that will come after the 
war. “Yet no great war of our times 
has been followed by a _ depression. 
Needs will reach the highest point 
they have ever reached, and there will 
be a backlog of unsatisfied demands 
that will at once take over the industrial 
facilities expanded to meet war needs. 
History does not teach us to expect a 
depression at the end of any war and 
that pessimistic outlook need not be 
entertained.” 


Fear of Tax Impoverishment 


“There is also the great fear,’ Mr. 
Speicher said, “that taxes will so im- 
poverish our people that our living 
standards will sink and that no money 
will be available for life insurance. We 
have become accustomed to a national 
income of between $65,000,000,000 and 
$70,000,000,000 and have lived with a 
certain degree of comfort upon it, and 
this year we shall have a national in- 
come of approximately $90,000,000,000. 
The new revenue act, including direct 
and excise taxes, will, it is estimated, 
take about $3,500,000,000 of the $30,- 
000,000,000 increase. The standard of 
living will lower for the man at the top 
of the income-peak, but for the great 
mass of people, it will lift. The life in- 
surance purchasing power of the man 
in the top bracket incomes will be af- 
fected, but the life insurance purchas- 
ing power of the great mass of the peo- 
ple will be greatly increased, and it is 
there, after all, that the bulk of the 
business is written.” 

The final speaker at the morning ses- 
sion was Arthur H. Motley of the 
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Two Well-Known Agency 
Figures Are Married 





es 


Miss Helen Summy and George J, 
Woodward were married Nov. 1 at the 
Hyde Park Methodist Community 
Church in Cincinnati. 

For many years Miss Summy has 
been one of the outstanding woman 
producers of the Equitable Society at 
St. Joseph, Mo. She is a past chairman 
and a life member of the woman’s 
quarter million round table. 

Mr. Woodward was a former football 
star and coach and became one of the 
most successful unit managers in A, \M, 
Embry’s Kansas City Agency before 
going to Cincinnati as manager for 
Equitable Society. He is a past presj- 
dent of the Cincinnati Life Underwrit- 
ers Association. His first wife died 
some time ago and there are two chil- 
dren, a boy and girl, both in college. 

The marriage was private, only mem- 
bers of the family being present. The 
Woodward’s will be at home after Noy, 
10 at 3851 Country Club Place, Cincin- 
nati. 








Crowell-Collier Publishing Co. His 
talk was inspirational. 

The afternoon was devoted to discus- 
sion of the projected intermediate train- 
ing course under the auspices of the 
A.L.A.O. 

O. J. Arnold, vice-president of North- 
western National, took the platform 
when Mr. Motley had finished speak- 
ing Wednesday morning and spoke a 
graceful word in praise of the Cana- 
dian companies and of the meeting as a 
whole. 





Defense Bond Sales Drive 
Under Way in Los Angeles 


LOS ANGELES—Life underwriters 
of Los Angeles to the number of 250 
started out Monday in their contact work 
for the defense bond selling a. 
their 


By noon many had completed 
contacts with employers assigned to 
them, 


The contact work followed a meeting 
of all those who had consented to enter 
the campaign. C. E. Cleeton, Occiden- 
tal Life, president Los Angeles Life Un- 
derwriters Association, presided. He 
also has charge of the drive. 

H. G. Saul, John Hancock, president 
California association, who has charge 
of the drive in southern California out- 
side of Los Angeles, spoke and _ intro- 
duced his aides, the presidents of the 
Bay. Cities (Santa Monica), Orange 
county, Long Beach, Orange Belt, Pasa- 
dena and San Diego associations. 

Kellogg Van Winkle, Equitable So- 
ciety, administrator for California, ex- 
plained details of the plan. 





Exclusion of Suicide Is 
Upheld by Higher Court 


The Oklahoma supreme court reverses 
the decision of Horton vs. Bankers Life 
of Iowa in which suicide was excluded 
from coverage. In addition to a two- 
year incontestability clause the policy 
contained a clause excluding from cov- 
erage death by suicide within two years 
from the issuance of the contract. The 
insured died within the period and the 
company denied liability on the ground 
that death was by suicide. The plain- 
tiff's demurrer to the answer was sus- 
tained by the court below, but on appeal, 
that ruling is reversed. The _ incon- 
testability clause does not operate to 
bring within the coverage of a policy a 
risk that was specifically excluded and 
death by suicide within two years, re- 
gardless of when an action was insti- 
tuted, was a risk that was so excluded, 
the higher court held. 





Diamond Life Bulletins increase sales. 
Write 420 E. Fourth St., Cincinnati. 
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Rider New Head of 
Ben Hur Life 


William E. Rider this week was 
elected president of Ben Hur Life. He 
Gils the vacancy left by death of John 
(, Snyder. 

Mr. Rider is cashier of Waynetown 
State Bank in Crawfordsville, Ind., the 
home office city, and formerly was In- 
diana state bank examiner, 

Perl O. Bowers, Indiana state man- 
ager and Ben Hur field man since 1907, 
was named secretary, succeeding Edwin 
\M. Mason, who retires after more than 
30 vears with the society and secretary 
since 1923. 

Paul Stump, supreme and appellate 
courts clerk, Crawfordsville, was selected 
as treasurer, filling a vacancy created 
when W. W. Goltra died several months 
ago. 
The three new officers have assumed 
their posts. They are on the execu- 
tive committee, which also includes W. 
W. Kummings and Edwin A. Myers of 
Cr ee gee C. F. West, St. Louis, 
and E. Boleman, Indianapolis. 

Waiter Curtis, actuary, and R. D. 
Hungate, a department manager, both 
of Crawfordsville, resigned from the 
board but continue with Ben Hur in 
their present capacities. 

An examination by several state de- 
partments is in process. 

Mr. Rider has been prominent in suc- 
cessful financial ventures and has made 








GOOD MeN ARE 
| RARE Sag 
Sea Good Are You? 


There’s an exceptional sak sa await- 

ing the man who reads this—IF 

—he’s sold on Life Insurance as a career 
with a limitless future! 

—he’s the sort of man who knows how to 
plan his work, then work his plan! 

—he can sell Insurance, and wants a con- 
nection with an organization whose con- 
tracts afford unusual advantages to a 
real business-producer! 

Probably nine men out of ten who read 

| this ad won’t qualify. But if you are that 
rare tenth man — and if you are a 

| Lutheran—don’t let another day go by 
| without finding out what Lutheran 
| Brotherhood has to offer. All standard 
| forms of Life and Annuity Insurance are 
issued . . . with special features original 
with Lutheran Brotherhood. Our system 
of PROSPECT-CONTACT will interest you. 

Give qualifications and experience in your 

letter to: 

SUPERINTENDENT OF AGENCIES 


LUTHERAN 
BROTHERHOOD 
| Legal Reserve Life Insurance for 


Lutherans 


Herman L. Ekern, Presiden 
| 608 Second Avenue South, Mi ae Minnesota 




















many friends throughout the state. Mr. 
Bowers started as an auditor in the 
home office, for many years was Indi- 
ana state manager and in recent years 
has been a special representative of the 
home office. Mr. Stump is a native of 
Crawfordsville and was prominent in 
Crawfordsville banking circles before 
becoming court clerk. 





Training Course and 
F.I.C. Plan Grow 


Up to Sept. 1, there were 270 certifi- 
cates of graduation from the fraternal 


sales training course issued to field 
workers, F. P. Huston, vice-president 
R. & R. Service, Indianapolis, reported 
to the Field Managers Association 


recently. Some years ago he was com- 


missioned by the association to write 
the course. Forty-seven certificates 
were issued this year. The ratio of 


completion is about one of every 6% 
courses. The number of courses dis- 
tributed since this program was started 
by the association is 1,695, with 69 
societies participating. 


Based on Intensive Study 


The certificate is granted upon com- 
pletion of 31 study units with average 
grade of at least 85 percent, Mr. Hus- 
ton explained. 

He also told of the F.I.C. (Fraternal 
Insurance Counsellor) degree. There 
were 138 candidates since its inception 
who submitted to final examinations; 
101 passed and received their degree. 
Of those who failed on original exam- 
ination, 23 passed the supplemental ex- 
amination and won the degree. There 
are 124 F.I.C. awards to workers rep- 
resenting 10 societies, one society hav- 
ing 84 degree holders. 

R. R. issued a brochure on the 
F.I.C, degree which was requested by 
29 societies. 


Degree Is Winning Favor 


Many more societies are taking the 
degree seriously. An F.I.C. Club was 
organized by degree holders at a so- 
ciety’s convention, with regular officers 
and the purpose to encourage others to 
take the course and prepare for the ex- 
amination. Mr. Huston said the F.I.C. 
has not reached sufficient spread to 
form chapters such as those of the 
Chartered Life Underwriters among 
commercial life company agents, but this 
is a development to consider later. It 
would, he said, greatly stimulate inter- 
est in the degree. 





Milwaukee Fraternal to 
Hold Convention Nov. 19 


Catholic Family Protective of Mil- 
waukee will hold its convention in that 
city Nov. 19, headquarters being the 
Pfister Hotel. This will be the 50th 
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Life Insurance PLUS 


It made an amusing little story 
for the city-dwellers to read over 


their morning coffee—but it spelled 
tragedy for the doctor and his rela- 
tives. Judged hopelessly insane, the 
unfortunate doctor was sent to an 
His family, as with 
most families of doctors, was left 


institution. 


without income. 


But that particular doctor had 
recognized the vulnerable position 
of a doctor’s dependents. 
safeguarded his family against the 
possibility that some day he might 
become unable to pursue his pro- 
A Maccabees $25,000 20 
Pay Life certificate with Income 
Disability was his bulwark against 
misfortune. Today, and as long as 
the doctor continues to be totally 
disabled by his illness, his family 
receives $250 each month and the 
rates will be waived. 


fession. 


He had 





.That particular Income Disability 
feature is one which makes the job 


of Maccabees field men easier. They 
know that The Maccabees is one 
of the few insurance institutions in 


but 


All names used are fictitious, 
the case is an actual one taken from 
Maccabees files. 


the United States and Canada 
which issues Income Disability— 
and that it stands almost alone in 
that it pays $10 per month per 


thousand. 


THE MACCABEES 
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5057 Woodward Ave. 
MICHIGAN 
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A $90,000,000 





HEAD OFFICE 


Society 


Entering upon its fifty- 
ninth year, looks confi- 
dently to an ever-widening 
spread of fraternal life 
insurance service to the 
people of America in the 


years ahead. 





1883 


$620,000,000 
paid in benefits 


1941 
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or “Golden Jubilee’ convention, al- 
though the society is in its 73rd year. 

President Joseph J. Gramling will pre- 
side. After a luncheon for delegates and 
committee sessions there will be a gen- 
eral session with the address by Presi- 
dent Gramling and other business, fol- 
lowed by a banquet. The convention 
will be opened with a solemn high mass 
at St. Mary’s church and close with a 





JOSEPH G. GRUNDLE 


requiem high mass for all deceased 
members. 

Joseph W. Schiek is vice-president, 
Joseph G. Grundle is secretary and R. 
J. Czajkowski, vice-secretary-treasurer. 
Henry J. Gramling is the medical direc- 
tor. Secretary Grundle will deliver his 
report. He formerly was secretary of 
the Milwaukee Board of Fire Under- 
writers. 





Program Announced for 
Illinois Congress Rally 


The complete program was announced 
this week for the annual meeting of the 
Illinois Fraternal Congress Nov. 13-14 
= the Pere Marquette hotel, Peoria. 

282 


Invocation, Rev. F. D. Mienze, Hale 
Methodist church. 

Welcome, Mayor E. N. Woodruff of 
Peoria. 


Welcome from Peoria fraternalists, V. 
J. Donnan, district manager Maccabees. 

Greetings from National Fraternal 
Congress, Foster F. Farrell, manager- 
secretary. 

Response, Joseph Sheen, Security Bene- 
fit, vice-president. 

“Persistency,” John E. Little, president 
Fraternal Field Managers Association. 
field director Maccabees, Detroit. 

“Purdue Short Course,” Dr. George E. 
Davis, director of summer sessions, Pur- 
due University. 

Address, Thomas R. Heaney, president 
National Fraternal Congress, secretary 
Catholic Order of Foresters. 

“Tne Increasing Importance of Selling 


to Women,” Mrs. Margaret Gorman, board 
chairman, Royal Neighbors, Rock Island. 

“Conserving Business,’ N. J. Williams, 
vice-president N. F. C., president Equi- 
table Reserve, Neenah, Wis. 

“Publicity,” Henry R. Freitag, Rock 
Island, director of publicity Modern 
Woodmen, president N. F. C. press sec- 
tion. 

‘Unplowed Fields,” Joe A. Fladger, 
sales supervisor Fidelity Life. 

“Past, Present and Future, The Fra- 
ternal System,” R. D. Taylor, consulting 
actuary, Cedar Rapids, Ia. 

“Selling Fraternal Life Insurance,” C. 
D. DeBarry, vice-president Fraternal 
Field Managers Association, field direc- 
tor Catholic Order of Foresters, Chicago. 

Address, Alex O. Benz, immediate past 
president N. F. C., president Aid Associa- 
tion for Lutherans, Appleton, Wis. 

“Report of educational committee and 
comments on the importance of lodges 
and their activities to the fraternal sys- 
tem,” Fred A. Johnson, educational chair- 
man N. F. C., general organizer Royal 
League, Chicago. 

Address, Oscar E. Aleshire, 
Modern Woodmen. 

“Juvenile,” Harold Allen, editor Fidel- 
ity Life, Fulton, Ill 

Address E. F. Barnes, fraternal super- 
visor Illinois department. 

Address, Addison Klophel, fraternal as- 
sistant supervisor Illinois department. 

Banquet, Thursday evening with promi- 
nent speaker, and dinner music. 

Fraternal demonstration Friday after- 
noon. 


president 





Program of Texas Congress 
at Houston Nov. 11-12 


The complete program for the 4ist 
annual session of the Texas Fraternal 
Congress at Houston Nov. 11-12 was 
announced by President W. B. Cars- 
sow, Austin, Woodmen of the World. 
Headquarters will be the Rice hotel. 

Mayor Pickett will extend greetings, 
with response by Ruben Young, past 
president, Texas manager of Macca- 
bees. U. S. Kjorlaug will be greeter 
for the Houston contingent, with re- 
sponse by Mrs. Eva Huskey, state 
manager Royal Neighbors. Mrs. Eula 
Bates, associate manager Maccabees, 
Fort Worth, will introduce visiting fra- 
ternalists. J. D. Smith, Houston, will 
speak on fraternalism. 

In the afternoon speakers will in- 
clude Alex. O. Benz, president of Aid 
Association for Lutherans, immediate 
past president National Fraternal Con- 
gress; Lon A. Smith, Austin, vice- 
president Standard Life and _ past 
president Texas Congress; A. S. Mc- 
Gregor, Dallas, state manager Modern 
Woodmen, on “Persistency - Lapsa- 
tions,” and R. E. Miller, Omaha, treas- 
urer Woodmen of the World. 

A banquet and ball will be held the 
first night, with Judge T. L. McCul- 
lough, Dallas, president of Praetorians, 
as toastmaster. 

Commissioner Lockhart of Texas is 
scheduled to speak the second morning. 
J. R. Sims, state manager Woodmen 
of the World, will lead a discussion. 
Following a memorial service, Mrs. 
Dora Alexander Tailey, head of Wood- 
men Circle, Omaha, and past president 





of N.F.C., will speak, and Mrs. Leta 
Ashley, Fort Worth, Degree of Honor, 
second vice-president Texas Congress. 

In the afternoon Mrs. Jeanie Wil- 
lard, vice-president Woodmen Circle 
and past president Texas Congress, is 
to talk. President Carssow will give 
his annual message and J. H. Cullom, 
Dallas, Maccabees, his annual report 
as secretary-treasurer, after which new 
officers will be elected, and installed by 
Mrs. Mary E. Young, Dallas. 





Two Awarded F. I. C. Degree 


E. H. Adams of Modern Woodmen 
and Hugo Schmidt of Aid Association 
for Lutherans, have been awarded the 
“Fraternal Insurance Counselor” de- 
gree by the Fraternal Field Managers 
Association, 





New England Congress Meets 


The New England Fraternal Con- 
gress will hold its annual meeting Nov. 
26 in the Manger hotel, Boston. New 
officers will be elected. A banquet will 
be held. Commissioner Harrington is 
expected to be the principal speaker. 








Chicago Group Organizes 
for Defense Bond Sale 


The 300 Chicago life agents who will 
take part in the Chicago Association of 
Life Underwriters drive for sale of na- 
tional defense bonds through salary al- 
lotment plans held an_ organization 
meeting with co-chairmen, team cap- 
tains, and Treasury Department offi- 
cials. Dr. John K. Langum, head of 
the research and statistics department, 
Federal Reserve Bank, Chicago; J. G. 
Gallaher, Illinois deputy administrator 
of the defense savings staff of the 
Treasury Department; George Huth, 
Provident Mutual, and Edward M. 
Seese, Metropolitan, co-chairmen of the 
association drive, and W. N. Hiller, 
president Chicago association, were the 
speakers. The nationwide salary allot- 
ment plan was outlined. Life agents, 
who are acquainted with salary allot- 
ments life insurance ‘will supervise the 
Chicago canvass. 





Iowa Quarter Million Meeting 


At the meeting of the Iowa Quarter 
Million Dollar Club in Des Moines, Nov. 
9-10, W. B. Strief, Equitable of Iowa’s 
leading producer in the state, will talk 
on “Use of the Telephone” and “Pro- 
gramming.” R. E. Williams, a leading 
tax attorney in Iowa, will discuss taxa- 
tion as affecting life insurance. He will 
also analyze pension trusts and em- 
ployes profit sharing trusts. Mr. Strief 
led the Equitable in the United States 
last year. 





Something New 
IN LIFE INSURANCE 


A Pure Protection —Ordinary or 
Whole Life policy without secondary 
banking or Cash Value features. 


Low net renewal cost. 
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Our limited pay policies 
the withdrawal of Cash 


Without cancelling policy 
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Without note, interest or reducing policy 
We pay the Beneficiary 

Face of Policy +- Cash Value +- Dividends 
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Many other new features 
that appeal to thinking people 
Pale a4 


34 YEARS 
Dependable service to policyholders. 
The sun never sets on an unpaid claim 
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Commissions that will interest any 
salesman. P revious experience not essential 


Interstate Reserve 
Life Insurance Company 


TEN EAST PEARSON STREET, CHICAGO 
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Motivation Consists of Implanting 
ideas That Drive, Chapman Asserts 





——— 

TORONTO—In the task of motivat- 
ing an agent to greater achievement, L. 
W.S. Chapman, consultant of the Sales 
Research Bureau, set forth five definite 
jines of approach, during the course of 
his address at the annual meeting here 
of the Sales Research Bureau and Life 
Agency Officers. They are: 

1, Develop his skills. 

9 Find and/or create wants and then 
intensify them. 

3 Sell him a bigger concept of him- 
self. 

4, Sharpen his objectives. 

5, Rekindle his enthusiasm. 

The first step is to help the agent 
i) develop his skill so that he has faith 
in himself and benefits from the driving 
power that comes with the conscious- 
ness of high skill, The man who has 
pleasing skill wants to get out and dem- 
onstrate it. Building skill combats lazi- 
ness because laziness is fear of defeat. 
When a man is skillful, he has a pleas- 
wable anticipation of success in his work 
and he has the urge to go out to dem- 
onstrate his skill. 

Then it is necessary to make the wants 
of agents sharp enough to cause them 
to act. 


Physical and Emotional Wants 


Wants are both physical and emo- 
tional. Most salesmen are proud; they 
want to. be somebody. A manager can 
capitalize on a salesman’s pride by find- 
ing and creating wants and then inten- 
sitying them. The average man thrives 
on the recognition that he has when he 
goes fishing with the president, when 
his policyholders and friends are in- 
formed of his achievements in the 
newspaper, when the world is told that 
he is a leader. The honor of being the 
top agent is often much more important 
than the dollars and cents that the agent 
makes. These might be classified as 
emotional rewards and they are fre- 
quently more'‘important than the mone- 
tary ones... The-greatest.of wants is the 
desire for approval. 


Challenge to Grow 


Selling an agent a bigger concept of 
himself is done by challenging the agent 
to grow. The manager may have to 
convince one man of his own strength 
by showing him the record of his best 60 
days or his best six months or it may 
consist of listing the man who has pro- 
duced $25,000 this month as a member 
of the $300,000 class. Most men, Mr. 
Chapman said, lack confidence in their 
own power, the average agent doesn’t 
know his own strength, The job of man- 
agement is to give him that confidence. 
_ The manager must make clear that he 
has confidence in the agent. 

In order to sharpen the objectives of 
the agent, they must be made real and 
live and vital. This can be done by 
causing the agent to set his objectives 
down in writing, to attach a deadline 
tor the accomplishment of these objec- 
tives, to agree upon the methods and 
techniques he will use, to break down 
tach goal into intermediate objectives, 
first as to time and then as to activities 
including calls, interviews, new pros- 
pects, etc.; to have the agent put himself 
Bo the spot” by publicizing the objec- 
Ives, 

Mr. Chapman passed over the fifth 
Point, “rekindle his enthusiasm,” as that 
subject was treated by B. N. Woodson 
of the bureau staff. 


Ideas That Drive 


At the outset Mr. Chapman em- 
importance of planting 





drive, which create pressure from the 
inside that knows no bounds. That is the 
technique of leading, not driving. The 
ideas themselves furnish the drive. 

The man to be motivated, he said, must 
be in good physical shape, must have a 
tranquil domestic situation and must be 
making financial progress. In the latter 
connection, he said, the manager should 
encourage him to own adequate life in- 
surance, to pay his bills and to have a 
savings account. He said one manager 
has his cashier deduct a pre-determined 
amount each week from the commis- 
sions or advance check for every agent. 
The money is deposited in a savings 
account to which the agent has full legal 
right, but the manager keeps the pass 
books in his desk. Thus every agent 
feels that he is making financial progress. 





Businesses Need 
Life Insurance 


E. B. Moran, manager central divi- 
sion National Association of Credit Men 
at Chicago, in giving a talk before the 
Iowa Association of Insurance Agents 
recited a few instances where life insur- 
ance was needed and would have saved 
the business. In the course of his re- 
marks he said: 

“Two men enjoyed nearly 20 years of 
reasonable success in partnership, until 
one died. The other found he had 12 
heirs as partners. Couldn’t reach an 
agreement on operations, drawing ac- 
counts or operation, threw up his hands, 
forced liquidation with a complete loss to 
himself, and a 50 percent loss to credi- 
tors. Business life insurance and proper 
contract between the partners would 
have saved the business. 


Forced to Liquidate 


“Not long ago, a hat manufacturer in 
Connecticut suffered the loss of its presi- 
dent and plant superintendent in an 
automobile accident. Within a year the 
business was forced to liquidate. ‘Key- 
Man’ insurance might have prevented 
the loss of this industry, and provided 
security of jobs for over 100 men and 
women. 

“On the other hand, a newspaper in 
Kansas City admitted its ability to con- 
tinue operation only because of the sub- 
stantial cash received as a result of ‘Key- 
Man’ insurance after the death of the 
owner. 

“A hotel in Baltimore was able to re- 
tire a preferred stock issue because the 
management, far sighted, had bought 
‘Key-Man’ insurance on that manage- 
ment, which unexpectedly concluded in 
an automobile wreck. 

“It’s these unexpected and uninsured 


losses that are not apparent in the bal- 
ance sheet or the operating statement. 
To be uninsured or inadequately insured 
makes a business man a poor executive 
and a gambler with chance, as well as 
causing the gray hair of credit man- 
agement, and the curtailed markets of 
sales management. 

“A while back when I was trying to 
decide whether or not I should increase 
my life insurance, with a half dozen 
salesmen eagerly soliciting the business 
and probably hungry for the commis- 
sion, a young fellow—another agent— 
dropped in on a cold turkey call, pulled 
his own scratch pad out of his portfolio 
and started to draw pictures in percent- 
age for me, convinced me on his first 
call that I needed an increased line and 
a more systematic planned estate pro- 
gram, and when I said I would think it 
over, he said: ‘You look like a man who 
would think as much of the security of 
your widow as you do of your wife.’ 
He got me right then for a $25,000 pol- 
icy and on his first call.” 





Offers Seven Suggestions 
for a Greater Success 


William H. Kee, manager of the Mu- 
tual Life of New York in Brooklyn, has 
offered seven definite ideas which he 
thinks should help increase production 
for those desiring to be more successful. 
They are: 

“Qualify your prospects, ask for leads 
from men higher up. Make more def- 
inite plans for seeing wealthier men. 
Study more profitable centers of influ- 
ence. Use direct mail to build prestige 
in the right circles; 

“Continuously attempt to build pres- 
tige in. new circles; 

“Develop more enthusiasm for the 
service of life insurance by concentrat- 
ing on your own life insurance program 
first, and try to see life insurance at 
work; 

“Endeavor to have more intensive in- 
terviews by using a fact finding and 
servicing system; 

“Sell more and more on the basis. of 
needs; : 

“Devote more attention to self. im- 
provement by starting a simple idea 
file and taking advantage of every edu- 
cational opportunitv: 

“Become a member of the consecutive 
weekly production club.” 





Total benefits and credits to American 
life insurance policyholders and bene- 
ficiaries since 1843, when the oldest ex- 
isting life company sold its first policy, 
have exceeded the total premiums paid 
in all these years by $1,500,000,000, ac- 
cording to the Institute of Life Insur- 
ance. 

Tact is the art of convincing a man 
he needs life insurance without actually 
telling him. 

The chains of habit are generally too 
small to be felt until they are too strong 
to be broken. 





Schedule of Immediate Needs 





The Excelsior Life gives a schedule 
that can be set before a prospect, the 
agent asking if he found he was crit- 
ically ill how much cash would be re- 
quired at death for these important ex- 
penses. Adapting Nos. 11 and 12 to 
. S. terms the schedule is: 
Current bills 
Rent (or taxes and mortgage 
interest) 
. Instalment balances (auto, ra- 
dio, etc.) 
Notes to bank or individuals.$ 
Family obligations 
- Unpaid income taxes on last 

year’s income 
« Unpaid income taxes on: this 


ee ey 


er 





ee 


«1 


year’s income 


8. Physician, nurses, hospital, 
DOS weudn a Wn ced eacaads aawe se — 

9. Funeral and cemetery ex- 
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10. Probate and administration 
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12. Federal estate and inheritance 
WEE Uhddeagacece Cates e bamawecce ————- 
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Present Insurance Payable in 
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Amount of Above Estimated Ex- 
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Balance Available for Your Fam- 
ily 





SPARKS 


from the firing line 
By JOHN W. AGENT 





A recent best seller in the non-fiction 
line commends the adoption of this prin- 
ciple: “Proceed as if it were impossible 
to fail.” That attitude ought to work 
wonders as we go into each interview. 
Too many of us are already showing an 
unconscious inclination to edge away 
even during the approach. 


* * * 


Did you like to climb trees as a boy? 
There’s money in climbing family trees 
in our business. The first sale is the 
first limb in a family tree—if you want 
to make it so. 

* * x* 


“This prospect was difficult to see,” 
said Harry. “He worked long hours 
in an overhead crane in a steel plant. 
Finally I decided to corner him there. 
The’ cage was barely large enough for 
both of us. In fact his signature on 
the application blank was so shaky, due 
to the vibration of the cage, that it 
didn’t match his later signature on the 
medical, and when I delivered the pol- 
icy, I had to get a new app signed.” 
The important thing is, Harry isn’t 
afraid to go anywhere for business— 
and he gets it. 

* * x 


“He may not be a prospect for 
000 or even $5,000,” says Addie, “but 
you may be able to sell him the $1,184 
plan, It’s a pretty poor prospect who 
can’t afford 10 cents a day to assure 
his family $100 a month for a year 
after his death.” 

a 


John Barr is adept at excuses. He 
can think of numberless good. reasons 
why his production was poor in any 
particular month. Some day he'll put 
that mind of his to work on why peo- 
ple should buy—and he'll get some- 
where. 

The wise old Chinese say: “Even a 
mouse can fly if he sits on the tail -of 
a dragon.” In our humble opinion, even 
a mediocre salesman can be successful 
if he studies the methods of the leading 
producers and then adapts them to his 
own activities. We've seen it work. 


25,- 





Deposit Boxes Build Good Will 


When, a year or so ago, C. Osterberg 
opened the downtown Minneapolis 
agency of the North American Life & 
Casualty, he acquired something which 
probably no other life agency in the 
country has—a huge vault with 1,100 
safety deposit boxes. 

The new quarters, on the ground floor 
of the Foshay tower, were designed for 
a trust company. Mr. Osterberg’s first 
thought was that the vault was just so 
much dead space, useful perhaps for 
storage but nothing else. He could not 
rent out the 1,100 deposit boxes with- 
out going into the banking business and 
he had no desire to do that. 

Then a happy idea came to him. Why 
not let his policyholders use the boxes 
for safekeeping of their insurance. poli- 
cies? Several of “his policyholders 
jumped at the offer and so Mr. Oster- 
berg found a new way of building up 
good will for his agency. 





Two-thirds of all the life insurance in 
force throughout the entire world is 
owned by American families. 
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Many Office Moves 
in Chicago Exchange 


A number of important deals have 
been made for space in the Insurance 
Exchange building of Chicago and many 
leases signed for terms of years. Out- 
standing is the projected increase in 
space of Hartford Accident’s western 
department to occupy the entire 13th 
floor in the north building with about 
27,000 square feet of space, an increase 
of 7,000 feet. The quarters will be 
arranged much more efficiently. 

At present the department office repre- 
sents a gradual growth with many addi- 
tions of space and is well scattered on 
the 13th floor in the south building and 
very crowded. Hartford Accident returns 
to the space it originally occupied when 
it entered the building, having been 
located in 1337. George H. Moloney, 
vice- -president, has been in the Insurance 
Exchange since it was opened in 1912. 
The move will take place April 30, 1942. 

Others that have signed leases are 
John Naghten & Co., Atlas Assurance, 
Western Sprinkled Risk, O. P. Alford 
& Co., Yorkshire and Yorkshire Indem- 
nity, Chubb & Son, Moore, Case, Lyman 
& Hubbard, John D. Wiese & Co. 

A number of the shops also have 
signed, including Monroe Cigar Com- 
pany, Kagen Liquor Company and Jo- 
seph Goergen, who operates two sand- 
wich and refreshment shops in the 
building. A new shop will appear in 
the north lobby to be operated by Mr. 
Goergen in place of his old sandwich 
shop in that building. 


Other Changes in Space 


Oscar J. Nelson, independent adjuster, 
has taken new space in 1913; Security 
has taken additional space, as has Chubb 

Son. Seymour Smoller, formerly of 
Kirschenbaum, Smoller & Greenberg, 
has separated from that firm and opened 
his own office in A-946. Adams-Arno- 
polin & Co. has opened a new office in 
A-1640, transferring from 166 West 
Jackson boulevard. The Martin Adjust- 
ing Company is moving from 2109 to 
A-1201. Many of the changes were made 
necessary by space demands of other 
tenants. 

Much work is still being done in the 
north lobby, which was recently com- 
pletely transformed by installing a ceil- 
ing in place of the skylight, with a 
brilliant system of indirect lighting and 
facing all pillars and walls with white 
marble. In this process all of the shop 
fronts in the arcade were modernized 
with new woodwork. New two-tone 
brown uniforms for all elevator opera- 
tors have replaced the old blue suits. 
All in all, the progressive modernization 
program initiated by Roy C. Swanson 
when he became manager is moving 
along apace. 





Kee’s Agency Active 


William H. Kee, manager of the Mu- 
tual Life of New York in Brooklyn, 
made some interesting announcemegts 
at the Monday agency meeting. 

Victor Duncan was appointed editor 


of the agency’s monthly “Messenger 
Magazine,” and H. O. Finch and B. A. 
Haas, as associate editors. G. W. 


Baker was placed in charge of express- 
ing the agents view in the magazine. 
Winners of the “measure master con- 
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RECORDS 





Franklin Life—It reports that pro- 
duction in October was the best in its 
experience for that month in seven 
years, surpassing October, 1940, by 11 
percent in paid business, and showing 
an increase of nearly $500,000 in issued 
business. October was the ninth con- 
secutive month to record an increase 
in production over the corresponding 
month of 1940. 

Bankers, Ia.—New paid for life in- 
surance in October reached $6,238,028. 
This was a gain of 14 percent as com- 
pared with October, 1940, and _ the 
highest October production since Octo- 
ber, 1931. Field activities for the 
month were concentrated on the roster 
of 250,000 policyholders. As a result a 
large percent of the big October total 
was written up on the lives of policy- 
holders and their relatives. 

Guarantee Mutual — Agents recorded 
their tenth consecutive gain month dur- 
ing October with total writen business 
of $1,700,000, increase of 14.3 percent 
over October a year ago. For the year 
to date the gain over the similar period 
of a year ago is 30 percent. On a paid 
basis the company enjoyed its biggest 
month with $2,307,000 paid-for, an in- 
crease of 78.2 percent over October, 
1940, bringing the total gain in paid- 
for for the year to date to 27.7 percent. 

Kentucky Home Mutual Life—Aver- 
aging over $12,400 personal production 
for the month, 73 representatives of 
Kentucky Home Mutual Life field staff 
broke all existing new business records 
with $905,870 for the month. Concen- 
trating on building the personal pro- 
duction of each agent, the well-planned 
agency and sales expansion program 
started in the opening months of 1941 
has been moving along in high gear, 
bringing a considerable increase in the 
average monthly personal production of 
each representative. 

The agency convention, which will be 
held in Miami, Fla., March 28-April 4, 
promises well to be one of the largest in 
history. 








test” which was conducted for the past 
eight weeks: First prize, which was a 
measure master, awarded to J. E. 
Kunken. Second prize, a book, “Sales- 
men Built America” to Max Haas, and 
the third prize, a year’s subscription to 
the “Insurance Salesman,” to Hugh A. 
Jones. 

The educational department under 
the supervision of E. S. Belcher is hold- 
ing an educational series on policy con- 
tracts, which will run for seven weeks, 
starting with the juvenile contract and 
followed by sessions on preferred risk, 
limited payment life, family protection, 
family income, endowments and annui- 
ties. 





Diamond Life Bulletins increase sales. 
Write 420 E. Fourth St., Cincinnati. 


Higher Court Denies 
Misrepresentation 


The Ohio court of appeals, ninth ju- 
dicial district, reverses the decision of 
the lower court in Kiener vs. Prudential 
in which misrepresentation was the 
main issue. Under a statute providing 
that no statement made by an applicant 
in his application shall bar the right 
to recover on the policy unless it be 
clearly proved that it was wilfully false, 
fraudulently made and induced the 
company to issue the policy which 
but for such answer would not have 
been issued and that the agent or com- 
pany had no knowledge of the falsity 
of such statement. The defendant filed a 
cross action seeking to cancel a policy 
upon which plaintiff had sought to re- 
cover. The insured had stated in his 
application that he had had no serious 
illness, had not been treated by a phy- 
sician except for a fracture, had not 
previously been examined for insurance 
and that he had not suffered from the 
specific ailments mentioned. 

It was disclosed that the insured had 
received several treatments for a nervous 
disorder and went to a hospital for a 
rest on the advice of his physician, but 
this fact had been disclosed. The court 
found that the company upon which 
rested the burden of proof under the 
statute failed to sustain the burden and 
the judgment was entered for the plain- 
tiff. 





M. Glenn Tuttle, associate general 
agent of the John Hancock Mutual Life 
at Miami, Fla., still maintains a fine 
Italian hand in writing personal busi- 
ness. For instance, from Oct. 1, 1940, to 
Oct. 1, 1941, he paid for 144 cases, the 
amount being $805,000. His largest pro- 
duction was.a group case for $470,000. 
He did this work in 10 months, as he 
took a vacation and then was out of 
commission on account of pneumonia. 
Mr. Tuttle is a former Chicago life in- 
surance man. 





Vice-president Hugh D. Hart of the 
Illinois Bankers Life has been awarded 
a handsome plaque from the National 
Life Underwriters Association commem- 
orating his services to the institution of 
life insurance. For several years he was 
one of the trustees of the national body 
and in 1926 at Atlantic City was of- 
fered the presidency, but the pressure of 
his duties as New York City general 
agent for the Aetna Life caused him to 
decline the honor. He accepted the 
chairmanship of the reorganization com- 
mittee, however. 





SELL MORE A&H 
“Why Disability Insurance Is a Good 
Investment for You” booklets help sell 
accident and health. 100 copies $2. Order 
from National Underwriter, 175 W. Jack- 
son Blvd., Chicago. 
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NOW IN OUR fy YEAR 


A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 
by-day relations between policyholders, field force 
and home office staff. 












An anniversary in which we are striving to be 
worthy of continued leadership as one of America’s 





oldest and strongest life insurance companies. 
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ULTIMATE FUNCTION 


of any life insurance com- 
pany is the prompt, court- 
eous settlement of claims. 
We shall be pleased to have 
you compare our record of 
claim payment, for a third 
of a century, with any 
other which for that long 
has been excellent. 


BANKERS MUTUAL LIFE CoO. 
FREEPORT, ILLINOIS 


Founded in 1907 


































This Knee-action Is Faulty 





“Colyuming’ in the Chesapeake and Ohio 
Lines Magazine, an entertaining philosopher, 
name o’ Callihan, has this to say: 


“The futility of man’s attempt to regu- 
late the purchasing power of money re- 
minds one of the ancient who tried to sit 
on his own knee—he had the idea, but 
couldn't do it.” 





Even life insurance does not enable man to 
sit on his own knee, but it does offer him, in 
his estate-building plans, better protection 
than anything yet devised against the tem 
peramental whims of the money market. 
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Western Reserve Life has a handsome new home office building in 
Austin, Tex.. which is now officially opened. 


Horace Russel Smith (left), Houston manager. was presented a 10 year service 
emblem on behalf of the home office by O. P. Schnabel, San Antonio manager. who 
recently received a 20 year emblem. The occasion also marked Mr. Smith’s completion 
of 416 consecutive weeks (eight years) of app-a-week production and his 1,000th life 
insured since he entered the business 17 years ago. The Houston agency staff, headed © 
by Hale Newlin. cashier, wrote 100 applications in Mr. Smith’s honor in a month drive, 


TOP—Chicago contingent at Peoria sales con- 
gress and Illinois Association of Life Under- 
writers’ meeting—R. R. Reno, agency manager 
Equitable Society; A. E. McKeough, Illinois 
association president and manager Occidental 
Life, Cal.; P. B. Hobbs, Equitable Society man- 
ager and National association trustee; J. A. 
Witherspoon, John Hancock general agent, 
Nashville, president National association; W. M. 
Houze, general agent John Hancock, past pres- 
ident Chicago association; J. D. Moynahan, 
Metropolitan Life manager, Berwyn, IIl., pres- 
ident American Society of C. L. U., and Earl M. 
Schwemm, manager Great-West Life. 


RIGHT—Don B. Murphy, Mutual Benefit, 
president Peoria, Ill., C. L. U. chapter, and 
J. D. Moynahan, president American Society 
of C. L. U., J. B. Macken, manager Mutual 
Life, N. Y., Aurora, and William Grimes, dis- 
trict manager Mutual Life, N. Y., Ottawa. first 
president LaSalle county association, at Illinois 
association parley. 








LEFT State managers of Modern Wood- 
men in their annual meeting at Rock 
Island, Ill. Directors are in the front 
row, with QO. E. Aleshire, president, in 
center, and E. J. Bullard, chairman, fourth 
from left. Other officers in group are: 
J. C. Phillips, assistant president, second 
row, seventh from left; F. J. Gadient. 
actuary, second row. second from right: 
Dr. E. A. Anderson, medical director, on 
Mr. Gadient’s right. 





